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Hawthorne K. Dent, 
Founder Of General 


America Cos., Dies 


Starting With $2,000,000 Co. 
in 1923 Group at End of 1957 
Had Over $200,000,000 Assets 


INDEPENDENT OPERATIONS 


Featured Participating Policies by 
Stock Companies; Often at Odds 
With Old-Line Stock Insurers 














Hawthorne K. Dent, board chairman 
and founder of the General America 
Companies, passed away in his sleep at 
the age of 77 years in Los Angeles on 
January 24. He was en route from Palm 
Springs, Cal., to attend the annual stock- 
holders’ meeting on January 30 in Seat- 
tle, which would have marked the 35th 
year in which he headed the group. 
Remarkable expansion of the companies 
under his direction is evidenced by 
vrowth of the General from an insurer 
with $2,000,000 of paid-in capital in 1923 
to more than $200,000,000 assets at the 
close of 1957. 

Mr. Dent served the General as presi- 
dent from 1923 until 1952 when he was 
elected board chairman, and : 
Campbell became president of the four 
companies, which are the General, Gen- 
eral Casualty, Safeco and General Life. 
The last named was formed in 1957 and 
in that year the General Casualty was 
merged into the General of America. 


Started in 1901 


Mr. Dent’s independent operations of 
the General, which is reported to be the 
first stock insurer to issue participating 
fire policies, led to his becoming a na- 
tional figure in insurance. He started 
with the Northwestern Mutual Fire As- 
sociation of Seattle in 1901 after gradu- 
ation from Hill Military Academy in 
Portland, Ore. His tremendous sales 
drive sparked the lumber department of 
the Northwestern and when he resigned 
in 1922 to start his own insurance com- 
pany he occupied the post of executive 
vice president. 

In years to follow Mr. Dent overrode 
opposition of the fire insurance industry 
in his plan of combining pagticipating 
fire insurance of the mutual branch of 
the business with the additional strength 
of stock insurance to build the second 
largest fleet of companies on the West 
Coast. He also pioneered automation and 
“cash on the barrel head” plan for sell- 
Ing auto insurance when he formed 











Safeco Insurance Co. His staff was 
(Continued on Page 21) 
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Family Counselor... 


The Life Underwriter helps in the making 
of plans for the welfare and security of 
the family. 

Fidelity is proud of its life underwriters 
and family counselors and of the great job 


they are doing in the field: 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 
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Changes Made In 
Official Family Of 
Metropolitan Life 


Karl H. Kreder Placed in Charge 
of Personnel Operations at 
Company’s Home Office 


ALEX HUTCHINSON 2nd V. P. 


Reginald Lawrence in Charge of 
Field Management; New Posts 
for Others Announced 











Karl H. Kreder, second vice president 
of Metropolitan Life, has been placed 
in charge of the company’s personnel 
operations, it was announced by Presi- 
dent Frederic W. Ecker this week. 
Joining the company as an agent he 
has been in charge of its field training 
division since 1948. Mr. Kreder has been 
succeeded in that position by Alexander 
Hutchinson who has been advanced to 
second vice president. Mr. Hutchinson 
previously was superintendent of agen- 
cies in charge of the Southwestern terri- 
tory. 

Other Appointments 


Other appointments in Metropolitan 
official family announced by Mr. Ecker 
are these: 

Reginald R. Lawrence, second vice 
president, has been placed in charge of 
field management. He has been asso- 
ciated with the company since 1915 and 
has been an officer in field management 
since 1928, 

James E. Stretch succeeds Mr. Hutch- 
inson as superintendent of agencies in 
Southwestern territory. At one time Mr. 
Stretch was manager in Fort Lauderdale, 
Fla. district. 

Charles L. Pate has been appointed 
superintendent of agencies for the Great 
Lakes territory. He previously was assis- 
tant superintendent of agencies, and be- 
fore that was manager successively of 
Irving Park and Crawford districts in 
Chicago. 

Charles B. Haverin has been appointed 
third vice president in home office per- 
sonnel. He formerly was assistant per- 
sonnel officer. 

Walter E. Hollenbeck has been ap- 
pointed assistant vice president and sec- 
retary to the board of directors. He 
previously held the title of assistant 
secretary. 


Career of Karl H. Kreder 


Mr. Kreder was born in Philadelphia. 
Shortly after his graduation from Prince- 
ton University he joined Metropolitan in 
1931 as an agent in Scranton, Pa., and 
four years later was made assistant 
manager in Wilkes-Barre, Pa. Next, he 
was appointed district office manager 
successively in DuBois, Charleroi and 
Allentown, Pa. Active for years in life 
underwriter associations he was elected 
president of Pennsylvania Association of 
Life Underwriters, became in demand as 
as a speaker before these associations 


(Continued on Page 10) 
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Life underwriting sales, sales supervisory work, management and 
General Agency opportunities—all are roads to success open to Penn 
Mutual underwriters ... because Penn Mutual opportunities go to 
Penn Mutual men. 





In whatever area the underwriter’s interests and abilities lie, he can 
be certain that the company will do everything in its power to help 
him realize his goal... not only through intensive training and 
educational programs but through plentiful opportunities to test his 
wings in actual positions of responsibility. 


You see, we know that our future lies in the hands of our ‘‘men 


with a future.” 
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Competitive Accents As Seen By W. Rankin Furey 


Wage War on Public’s Reckless Expenditures, Not Against Contracts 
of Other Insurers, Berkshire Convention Told 


Clearwater, Florida — W. Rankin 
Furey, after being general agent of 
3erkshire Life in Pittsburgh, came to 


the home office in Pittsfield 15 years ago 
as vice president. He was elected pres- 
ident in May, 1954. 

At last week’s Berkshire Life conven- 
tion in Belleview Biltmore, Clearwater, 
Fla., Mr. Furey presented a verbal picture 
of a number of the company’s progressive 
activities, especially in recent years. 
Among the innovations he mentioned 
its increases in insurance limits and in 
its reinsurance retentions, the latter ac- 
tion “recapturing of many millions of 
our old reinsurance.” He mentioned the 
company’s progress in the personnel 
area, improved forms and systems, more 
streamlined accounting and enlargement 
of mechanization program. He spoke of 
its new team of officers, including George 
D. Covell, who 18 months ago was 
brought into the company as head of 
agencies, and he also commented on its 
policyholders service division and trainee 
activities. Another area mentioned was 
its expanded public relations program. 
Reference was made to the Group insur- 
ance arrangements for “Berkshire’s own 
people” and he sketched an outline of 
the company’s future in the merchandis- 
ing area, calling attention among other 
things to its movie “talk back” dialogue 
by life insurance agents in their ap- 
proach, putting over convincing sales 
presentation and follow-up. This new 
plan is described elsewhere in this paper. 


Merchandising 


Mr. Furey also mentioned the new 
home office which the Berkshire has 
begun to build after being so many 
decades in the heart of the business 
center of Pittsfield. Need of a new build- 
ing for some time had become apparent 
as the old structure was proving in- 
adequate as the business of the company 
expanded. 

In discussing sale of insurance Mr. 
Furey said there was considerable con- 
centration in the Berkshire merchandis- 
ing area whether it be Accident and 
Sickness or Pension trust fields or the 
basic life and annuity products. 

_ “We were about the first of the old 
line companies in the Juvenile field,” 


By CLARENCE AXMAN 


he said, “and among the first to enter 
Accident and Sickness. We were first 
to crack the ‘cheaper by the dozen bar- 
rier’ and to introduce ‘specials’ across 
the board. But we do not intend to lose 
our position of leadership in the ‘true’ 
merchandising forms.” 


More Expendable Dollars Should 
Go Into Insurance 


Mr. Furey said he was emphasizing 
the word “true” because “we are not and 
have not been interested in the delusions 
or appearances of merchandising prog- 
ress, in haphazard production of tem- 
porary or questionable sales gimmicks, in 
the tax avoidance area, or in the creation 
of built-in headaches or loss leaders. 
The production of business at any price 
defying accepted actuarial, underwriting, 
economic or ethical standards is not in 
the best interest of our agents or of 
their clients.” 

In Mr. Furey’s opinion the periods of 
boom psychology in the national econ- 
omy with accompanying inflationary as- 
pects have always brought with them 
excesses which almost inevitably die 
a natural and possibly a costly death. 
“It is costly,” he said, “not only in 
eventual money loss, but unfortunately 
in loss of public good will. It is up to the 
life insurance industry itself to avoid 
such excesses. I would like to indite this 
whole approach to merchandising in this 
way: 

“Except for a short period in 1907 and 
a period of a similar duration in the late 
’20’s, our companies have been astute 
enough not to major_in competing with 
each other for the American dollar. 
Rather, they have closed ranks by using 
their best efforts with their great field 
forces in convincing the public that it 
should invest a larger part of the na- 
tional income in life insurance owner- 
ship. Many current approaches for cap- 
turing a larger mz irket for insurance are 
losing ground. This is evident because 
life insurance is only obtaining 314% of 
every dollar of the nation’s expendable 
income, It is obvious, therefore, that in 
our merchandising to increase that per- 
centage of insurance bought so that it 
will reach its proper adequ< icy we must 
not compete with each other in detailed 
policy plans or provisions or gimmicks 





Covell On Compulsion To Sell 


Berkshire Vice President Would Amend Tom Watson’s 
Famous “Think” Slogan to Read “Think—Do” 


The theme of Berkshire Life’s 
field convention at 
Hotel, Belleair, 
sale smanship. 


1958 
Belleview- Biltmore 
Florida, last week was 
The convention opened 


with a talk on that subject by George 
D. Covell, CLU, agency vice president 
who has been with the company 18 


months during which time he has been 
unusually successful. 

“If you have the compulsion to sell, 
accompanied by ability to think on your 
feet and the trait called enthusiasm or 
bounce, then you have a pattern which 
will help you become a successful sales- 
man as long as you can conscientiously 
Xe) i as the job of selling yourself,” he 
saic 


Motivation 
No salesman can “sell himself” in the 
opinion of Mr. Covell, if he is not re- 


liable, tactful, understanding. Early he 
must understand that enthusiastic talk 
1s contagious, 

“Every visit to a prospect should be 
for the purpose of giving something 
that will result in a better insurance 
“Success 


Service for him,” he continued. 


and failure are both mental. Every ac- 
tion, every achievement, every sale is 
first an idea. The successful man is he 
who trains himself to act on his thoughts 
instead of merely allowing himself to be 
diverted.” 

Tom Watson’s “Think” Slogan 

Discussing the plaque slogan “Think” 
of the late Tom Watson, Sr., of IBM 
Mr. Covell felt that added to that word 
should be another —“Do” or “Act” or 
“React,” “Unless thoughts are turned 
into action we are simply wasting our 
time,” he declared. Continuing he said: 

“Everything worthwhile in this world 
is the outgrowth of ideas, the working 
of some one’s imagination followed by 
action. It is one thing to think; it is 
quite another to put thoughts into opera- 
tion. To make a good presentation an 
agent must plant thoughts into the 
minds of the prospective buyer in such 
a way that he will act, do or react. 

“The only way to get people to do 
things is to cause them to want to act. 
Only through a prospect’s wants can we 

(Continued on Page 34) 





Kanter Studio 
W. RANKIN FUREY 


or in cost comparisons.” 
Sees Return to Saner Spending 


Mr. Furey recited percentages of ex- 
pendable income in this boom period— 
the amount of money spent in purchase 
of new cars, electrically operated deviges 
in the kitchens of America where one 
model, successfully used for sometimes 





a brief period, is often replaced by a 
newer gadget; fantastic sums annually 
spent for cosmetics and tobacco and lux- 
ury trips. 

However, Mr. Furey prophesized a re- 
turn to more sanity in spending. He 
detected a changing viewpoint beginning 
to sweep the country, carrying with it 
more concentration on wise allocation of 
expendable income to the interest of fu- 
ture security. And he was sure he de- 
tected a change in the life insurance 
merchandising accent. 


Don’t Forget To Stick By 


Proved Technique, Says Focer 

Frank Focer, CLU, Pittsburgh, said 
at the Berkshire Life convention that 
agents should “stay with techniques 
which have proven successful with hun- 
dreds of others. No sale should be made 
unless it is organized. Agents shouid not 
fear self-criticism. If they fall down on 
the organization of sales they generally 
find out why. They themselves are in 
a position to correct their own mistakes. 
But they must realize that in the more 
than a century of life insurance mer- 
chandising, self truths have become evi- 
dent and they should not be ignored. 
No business in America has done more 
in enabling agents to learn what the 
techniques are. As they are available 
advantage of that fact must be taken. 
Fundamentals continue to be such. There 
is a long straight path to follow and too 
many detours make the destination more 
difficult to reach. 

Mr. Focer says that as prospects are 
always within reach they can be found 
by looking for them. Getting into the 
street it is surprising, for instance, to 
run across so many people able to buy 
large amounts of insurance, but who are 
rarely approached. After he studied 
pensions and returned from a seminar in 
Purdue University, he made it a point 
to talk with many heads of small busi- 
ness, a number of whom became his 
clients, He also was gratified to get tele- 
phone calls from accountants and attor- 
neys of men he had prospected. 








Audio: Visual Training Techniques 


Berkshire Finds New Film Idea for Trainees; to Hear Skilled 
Agents’ Talk Back in Difficult Approaches and Objections 


A technique which will come close to 
giving a trainee experience of field in- 
terviews before the agent steps out on 
the “firing line” was introduced in Clear- 
water Florida, last week at the Berk- 
shire Life’s field convention. 

This technique, based on a loop film 
principle, permits continuous running of 
a series of short, sound motion picture 
loops which “talk back” to the trainee 
from a small screen. One image at a 
time is shown on the screen, either the 
agent in his approach to the prospect 
and who hears and meets the objections 
of the prospect; or the prospect who 
presents his initial objection to buying 
the policy. Thus, the prospect is realis- 
tically presented so that one, or a small 
group of trainees get the feel of the 
interview without leaving the training 
room. Another important advantage, the 
Berkshire thinks, is that ultimate suc- 
cess of the training does not depend 
as heavily as other techniques on the 
skill of the trainer. 

Individual Image 

First section of the program is a 
series of loop films in each of which 
the image on the screen is the prospect 
who voices objections to granting a fact- 
finding interview. In each of these loops, 
after each objection, the film is silent 
while a time bar on the screen shows 
the trainee how much time he has to 
answer the objection. During these 
timed periods of silence from the screen 
the trainee learns the skill of handling 
objections smoothly and comfortably. 


Case History 


Second part of Berkshire’ s new visual 
training program is a series of case 


histories presenting different sets of 
data for 12 different prospects. Working 
with these problems the trainee is taught 
to collect his data and prepare an effec- 
tive proposal. 

The final section of the program is 
a series of five loops setting the pattern 
of and practice in the close. The same 
prospects as appeared in the approach 
loops are used in the close series, and 
by practicing with these loops, the 
trainee learns how to conduct an ‘effec- 
tive closing interview when he comes 
back to the prospect with his proposal. 

Developed by Seminar Films 

Berkshire began the development of 
this completely new sales training pro- 
gram in 1956 when contact was estab- 
lished with Seminar Films, Inc., of New 
York City. Seminar Films sent a re- 
searcher to two of Berkshire’s general 
agencies where several days were spent 
with an agent actually calling on pros- 
pects and learning the company’s tecli- 
niques and tools. Next step was prepara- 
tion of rough script, testing and polish- 
ing of the script, casting and finally 
filming of the ten-loop series. The pilot 
set of films was delivered in October, 
1957, and an intensive program of train- 
ing for home office agency department 
staff men was begun. These staff mem- 
bers were trained by Seminar Films 
personnel in the general technique so 
that they in turn could train the general 
agent and supervisors of the nine agen- 
cies selected for initial installation of the 
program. 

During the development of Berkshire’s 
new sales training film program, repre- 
sentatives of the Life Insurance Agency 

(Continued on Page 33) 
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Advancement Of Great-West Executives 


D. E. Kilgour, former general man- 
ager, has been elected vice president and 





P. S. BOWER 


managing director of Great-West Life. 
He has been chief executive officer 


GEORGE AITKEN 


since 1955 and a director since 1956. 
At the same time the board announced 





STEFAN HANSEN 


these executive promotions: P. S. Bower, 
yice president and treasurer; J. E. Mor- 





rison, vice president and actuary; 


George Aitken, vice president and comp- 





J. E. MORRISON 


troller; and Stefan Hansen, vice pres- 
ident and director of Group insurance. 

Kilgour, Bower, Morrison Careers 

Before being made general manager 
Mr. Kilgour directed the company’s sales 
organization as assistant general man- 
ager and director of agencies. He is a 
director of Institute of Life Insurance 
and the Health Insurance Association of 
America. His appointment as chairman 
of Manitoba Heart Foundation cam- 
paign was announced recently. 

Mr. Bower has directed the company’s 
investment activities since 1944 when he 
was appointed treasurer. He became an 





Fabian Bachrach 


D, E. KILGOUR 


assistant general manager in 1947. He 
is treasurer of the Mortgage Bankers 
Association of America, the first Can- 
adian to hold the post. He is a director- 
at-large for the Prairie Division of the 
Canadian Chamber of Commerce and 
vice chairman of one of the standing 
committees of the International Cham- 
ber. He was vice president of Winnipeg 
Chamber. 

Mr. Morrison became assistant general 
manager and actuary in 1952. He has 
held executive responsibility for the 
company’s underwriting division § since 
1947. He is chairman of Board of Direc- 
tors, Manitoba Cancer Treatment and 
Research Foundation. 


Aitken, Hansen Careers 


Mr. Aitken was secretary of the com- 
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x Is Good for Your 
Community 


Is Good for Your Clients 


xt Is Profitable for You! 


As perfected by the Washington National, Creditor 
Group Life Insurance becomes an integral part of all 
Consumer Credit transactions—providing security and 
peace of mind for your clients and building good will 
for your organization in your community. 


* This modern coverage is one of many through which 
WASHINGTON NATIONAL creates a market for our 
field force. We'll be glad to furnish details on the marvel- 


ous opportunity you have for increased earnings with... 


Washington National Insurance Company 
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pany from 1947 to 1953 when he was ap- 
pointed assistant general manager and 
comptroller. He is chairman, Central 
Council of the Canadian Red Cross So- 
ciety, and headed the Canadian delega- 
tion to the International Red Cross 
meetings in India last fall. 

Mr. Hansen became head of the com- 
pany’s Group insurance operations in 
1950 as Group actuary. In 1952 he was 
appointed director of-Group insurance. 
He is a member of the current Royal 
Commission on Education for the prov- 
ince of Manitoba, 





Louis W. Dawson Suggests 
Repeal of Robertson Law 


Dallas—Repeal of the long-standing 
Robertson investment law under which 
out-of-state life companies must invest 
at least 75% of their reserves on Texas 
nolicies in Texas securities, was urged 
by Louis W. Dawson, president of Mu- 
tual Life Of New York, in an address at 
a luncheon in Dallas. 

Mr. Dawson pointed out that the situ- 
ation today “makes the Robertson law 
look like an academic thing,” since 
records reveal that the affected com- 
panies have invested in Texas almost 
three times as much as the law requires. 
But more important, in his views, was 
that the law “might even be a dangerous 
thing for Texas in the future” for this 
reason: “Other states, in which life in- 
surance investments have been relatively 
small, look longingly at the Robertson 
law as a device which might increase 
investments in their states. And_ this 
could reduce the amounts that might 
otherwise go into Texas.” 

Mr. Dawson was in Dallas to attend 
the annual meeting of his company’s 
agency and its manager, R. Percy Goyne. 
Other company officers at the meeting 
included Vice President Clifford  B. 
Reeves and D. D. Briggs, regional vice 
president at Atlanta. The Dallas agency 
reported sales in excess of $10 million 
during 1957. 

New Family Policy by 
Guardian Life, New York 

A new family policy with a special 
option providing paid-up insurance for 
both husband and wife is being intro- 
duced by Guardian Life. Each unit of 
Guardian’s Family ‘Protector has $5,000 
of Life-paid-up-at-65 for the father, 
plus $5,000 Accidental Death Benefit; 
$1,250 of Term to father’s age 65 for 
the mother (if same age; more if 
vounger, less if older), plus Accidental 
Death Benefit; and $1,000 of Term for 
each child until he reaches age 22 or 
the father reaches age 65, whichever 
is earlier. Children under 18 at the time 
the policy is issued, and all new ar- 
rivals, are automatically included with 
no increase in premium regardless of 
the number. 

Special features of the plan include: 
Father’s coverage is guaranteed paid- 
up-at-65. Dividends may be accumu- 
lated and used at 65 to buy additional 
paid-up protection, and the father has 
the option of splitting the paid-up in- 
surance between his wife and himself 
on a one-to-four basis, giving both of 
them continuing protection with no 
further premiums to pav after the 
normal retirement age of 65. 


New LIAMA Members 


Six companies in the U. S., one in 
Canada and two in other countries have 
joined the Life Insurance Agency Man- 
agement Association. The new member 
companies are: 

Liberty Life and Accident, Muskegon, 
Michigan; National Farmers Union Life, 
Denver; National Reserve Life, Topeka, 
Kans.; Postal Life and Casualty, Kansas 
City; Tennessee Life, Houston; Tennes- 
see Valley Life, Jackson, Tenn.; L’Union 
—Vie Compagnie Mutuelle D’Assur 
ance, Drummondville, Quebec. 

The new associate members include: 
Capital Life of Thailand, Bangkok, Thai 
land and Riunione Adraiatica Di 5Si- 
curta, Milan, Italy. 
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Mass. Mutual Advances 
3 To Vice President 


PERRY, SIMPSON, MACDONALD 





K. W. Perry Handles Agency Operations; 
J. R. Simpson, Jr., Investments; 
A. I. Macdonald, Mortgage Loans 





Massachusetts Mutual Life announces 
the promotion of three second vice pres- 
idents to full vice presidents; the new 
vice presidents and their area of activity 
are: Kenneth W. Perry, agency opera- 


tions; John R. Simpson, Jr., ‘invest- 
Macdonald, mort- 


ments; and Arthur I. 
gage loans, 

Mr. Perry was graduated from Uni- 
versity of Massachusetts in 1929, joined 
that year, and 


‘Mutual 


Massachusetts 





Arthur Johnson 


KENNETH W. PERRY 


from 1931 to 1942 was associated with 
the company’s Springfield agency. He 
went to the home office as an agency 
assistant and in 1943 was made assist- 
ant director of agencies. After military 
service, he headed the company’s Hart- 
ford agency for five years before return- 
ing to the home office as director of 





ARTHUR I. MACDONALD 


agencies. In 1956 he was made second 
vice president. Mr. Perry has been a 
Chartered Life Underwriter since 1940. 
He is a member of the distribution cost 
subcommittee of Life Insurance Agency 
Management Association, the Springfield 
Life Underwriters Association, the 
Longmeadow Country Club, and the Col- 
ony Club and a corporator of the 
Springfield and Wesson Memorial Hos- 


pitals. He is married, has three children, 
and resides in Longmeadow, ‘Mass. 

Mr. Simpson was graduated in 1930 
from University of Oklahoma receiving 
his Master’s degree in business admin- 
istration two years later from Harvard 
Business School. He entered Massachu- 
setts Mutual’s investment department in 
1932 advancing to investment analyst in 
1945, investment secretary in 1950, and 
second vice president in 1954. He is a 
corporator of the Hampden Savings 
Bank, assistant treasurer of Springfield 
Hospital, and associate of Life Office 
Management Association, a member of 
the board of governors of the Long- 
meadow Country Club, and chairman of 
United Fund and Community Chest 
Finance committee. A resident of Long- 
meadow, Mr. Simpson is married and 
has two children. 


Mr. Macdonald took graduate courses 





Arthur Johnson 


JOHN R. SIMPSON, JR. 


at the Columbia University School of 
Architecture, also has studied real es- 
tate appraising at Yale University and 
urban mortgage lending practices under 
the auspices of the Mortgage Bankers 
Association at New York University. He 
practiced architecture in the Springfield 
area for several years before beginning 
his present affiliation in 1940. He was 
named mortgage loan supervisor in 1946, 
assistant superintendent of mortgage 
loans two years later, superintendent in 
1953, and second vice president in 1956. 
Prominent in his field as a writer and 
lecturer, Mr. Macdonald is a member of 
the conventional loan committee of the 
MBA and in 1951 was elected to mem- 
bership in American Institute of Real 
Appraisers. He has been active in the 
Springfield Ski Club, Springfield Canoe 
Club, and Springfield Yacht Club. He is 
a former chairman of Wilbraham Plan- 
ning Board and currently is a member 
of the town’s board of appeals. Mr. 
Macdonald is married, has two children, 
and lives in Wilbraham, Mass. 





New York Life Appoints 
Canull at Winston-Salem 


James A. Canull has been appointed 
district manager of the new Winston- 
Salem district office of New York Life, 
according to Dudley Dowell, 
vice president. 

Mr. Canull, formerly a management 
assistant in the company’s home office, 
joined New York Life in 1946 in Evans- 
ville, Ind. He later was assistant man- 
ager of the company’s Birmingham gen- 
eral office. He is a graduate of the 
University of Missouri and studied life 
insurance marketing at Purdue Univer- 
sity. He served as a Naval officer dur- 


ing World War II and the Korean War. 


executive 


Life Co. of Penna. Elects 
Officers and Directors 


Life Assurance Co. of Pennsylvania 
held its first annual meeting on January 
27. The company was chartered and li- 
censed in November, 1957. Its offices 
are at 2101 Walnut Street, Philadelphia. 
It is one of the few in Pennsylvania that 
has been organized in recent years 
where there is multiple stock ownership, 
there being in excess of 200 stockholders. 

The following officers were elected for 
the year 1958: President, Paul Brandeis; 
executive vice president, Sherman J. 
Edelman; vice president, Jack A. Gant- 
man; secretary, Harold N. Kushin; 
treasurer, Frank Glassman; chairman of 
the board, David J. Dean. | 

Mr. Edelman will be in active charge 
of the management and operation of the 
company, which will have a broad and 
general coverage of current competitive 
policies in the Ordinary Life, Group 
Life, and Accident and Health fields. 

Mr. Edelman was recently connected 
with the Mt. Vernon Life as vice pres- 
ident. Prior to that he was in an execu- 
tive capacity with the Sterling Life In- 
surance Company of Illinois. 

The following were elected as direc- 
tors: Paul Brandeis, general counsel, 
Property Owners Association of Phila- 
delphia; David Justin Dean, counsel, 
Princeton Gardens, Inc., and other build- 
ing corporations; Neal O. Dubson, for- 
mer vice president-treasurer, Quaker 
City Life Insurance Co.; Sherman J. 
Edelman, formerly vice president Mt. 
Vernon Life; Aaron S. Frank, president, 
Na-Lor Knitting Mills, Inc.; William 
Frost, president, Frost Lumber Co; a 
founder of Northeast National Bank ; 
Jack A. Gantman, certified public ac- 
countant; Frank Glassman, builder, di- 
rector, Chase Savings & Loan Associa- 
tion; Harold N. Kushin, builder, presi- 
dent of Kushin and Sons, Inc. ; : 
Orleans, builder, president, Orleans Con- 
struction Co.; Seymour Rubin, presi- 
dent, Red Star Furniture Corp., presi- 
ident of Rubin Realty Corporation; 
Oliver Twist, executive vice president, 
Frankford Trust Co. 





Life of N. A. Appoints 
Turberg Assistant Actuary 


Philip A. Turberg has been named to 
the staff of Life Insurance Company of 
North America as assistant actuary. He 
will assist the life company’s actuary, 
Robert Jordan, in all phases of Ordi- 
nary actuarial work, with particular em- 
phasis on valuation and statistical prob- 
lems, and on the preparation of detailed 
procedures for the handling of adminis- 
trative problems. He will also provide 
professional assistance in research on 
premium dividend, cash values, and re- 
serve schedules. 

A graduate of Syracuse University, Mr. 
Turberg worked for New York Life 
from 1951 until joining North America. 





Philadelphia Life Agents 


Honor President Boettner 


Philadelphia Life recently completed 
the most successful President’s Birthday 
Campaign in its history. The six week 
period from December 1, 1957 to January 
15, 1958 was proclaimed ‘“President’s 
Birthday Campaign” by the company’s 
General Agents’ Association to honor 
the birthday of President Joseph E. 
Boettner. 

Over $13,000,000 of new paid business 
was produced during the campaign 
period; an average of over $2,000,000 
each week. 

The company also announced that 
1957 was another record year. In ex- 
cess of $86,000,000 of new paid business 
was produced, for a 14% gain over new 
business in 1956. This is the 12th con- 
secutive year that the company has had 
over a 10% gain in new business over 
the previous year. 








Belgrano Chairman of 
Occidental of Calif. 


IS TRANSAMERICA CORP. HEAD 








Under Reorganization Plan Transamerica 
Will Cease to be a Bank Holding 
Company 





Directors of Occidental Life of Cali- 
fornia on Jan. 22 elected Frank N. Bel- 
grano, Jr., 
nomination being made by 


chairman of Occidental, the 


Horace W. 





FRANK N. 


BELGRANO, JR. 


Brower, Occidental president. The post 


has been vacant since the death of 
L. M. Giannini in 1952. Mr. Belgrano, 
chairman and president of Transamerica 
Corp., had succeeded Sam H. Husbands 
in those posts in 1953. 

Mr. Belgrano had served as vice pres- 
ident of Occidental from 1935 to 1947 
and has been a member of the company’s 
executive committee, specializing in fi- 
nance, since 1954. He was president of 
Pacific National Fire from 1930 to 1943. 

On December 11, 1957, the governors 
of the Federal Reserve Board approved 
the plan of reorganization adopted by 
the directors of Transamerica Corp. 
designed to comply with the Bank Hold- 
ing Company Act of 1956. Subject to 
the approval of the plan by the Internal 
Revenue Department, the plan will be 
presented to the stockholders of Trans- 
america at the annual meeting April 24 
in San Francisco. 

With the approval of the stockholders, 
the reorganization will go into effect as 
of the close of business June 30, 1958. 
The plan contemplates the creation of 
a new corporation, Firstamerica Corp., 
whicii will own the stock of Trans- 
america’s banking subsidiaries. The stock 
of Firstamerica will be distributed share- 
for-share to the stockholders of Trans- 
america Corp. 

Transamerica will continue to own 
and manage its insurance and other non- 
banking businesses and will cease to be 
a bank holding company. 

Mr. Belgrano, who will remain to head 
Transamerica under the proposed plan, 
began his wide and varied career_as a 
bank messenger in his native San Fran- 
cisco. He served in World War Il, 
enlisted as a private, and was discharged 
as a second lieutenant. He returned to 
his banking career as assistant cashier, 
and later received his first experience 
in the life insurance business when he 
was made director of Western States 
Life. At 33, he became executive vice 
president and comptroller of the United 
Bank & Trust Co., San Francisco, now 
Bank of America, N.T.&S.A. In the 
field of public service, Mr. Belgrano was 
national commander of the American 
Legion from 1934 to 1935 and served as 
financial advisor to the U. S. High Com- 
missioner to the Philippines in 1945, 
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Stamp Plan Provides 
Term Life Insurance 


“INSURANCE PLAN 


A 


PURCHASERS 
Old Republic Life is Carrier; Will Pro- 
vide Life Insurance For 
Retail Purchasers 

Old Republic Life, Chicago, will under- 
write insurance under a new stamp plan 
which provides Term life insurance for 
retail purchasers. The plan, announced 
this week at a press conference in the 
Hotel Pierre, New York, P-I-P Stamps, 
Inc., (Purchasers Insurance Plan) re- 
cently formed Missouri corporation, will 
be known as the Dollar Stamp Plan. 

Old Republic Life, admitted to all 48 
states, District of Columbia, Hawaii, 
Puerto Rico and Canada. currently has 
more than $2 billion of insurance in 
force. Arthur J. Cade, executive vice 
president of Old Republic and with that 
company since 1939, has been named to 
the P-I-P board of directors. 

Ralph E. Flannery, president of P-I-P, 
said that up to $3,000 of Term life in- 
surance coverage per individual is pos- 
sible under the plan, with no medical 
examination required. He added that the 
plan “is expected to fulfill a basic desire 
and security need by providing life in- 
surance at no extra cost to the purchaser. 
The plan returns to the consumer a $200 
life insurance policy for each $200 spent 
on basic family needs, such as groceries, 
gasoline, and clothing, at stores which 
give Dollar Stamps. The Dollar Stamp 
Plan is designed to supplement, not re- 








place, other insurance programs,” he 
said. 
P-I-P Stamps, Inc., plans to launch 


a nationwide program in the near future 
to make the stamps available through 
such retail outlets as independent and 
chain operated grocery stores, oil com- 
panies, and variety and department 
stores. 


How the Plan Works 


Basically the plan works as follows: 

A customer buying in a store offering 
Dollar Stamps gets one stamp for each 
dollar spent on merchandise. These are 
saved in a book provided for the purpose 
until it contains the 200 stamps needed 
to fill it. The stamps are also redeemable 
in cash at a stipulated rate. The cus- 
tomer desiring insurance protection com- 
pletes the insurance application and 
mails it with the filled bookiet to Old 
Republic Life, who in turn mails the ap- 
plicant a $200 Term life insurance policy, 
good for a year from the date it is issued. 
If the applicant is a child under 16, the 
application must be signed by parent 
or guardian. Any member of the family 
between the ages of 1 and 65 is eligible 
under the plan. Policies can be added 
$200 at a time until they total $3,000, 
the maximum that can be in effect for 
one person at one time. As individual 
$200 policies expire, they are replaced by 
sending in 200 Dollar Stamps. Mr Flan- 
nery said that P-I-P plans to name rep- 
resentatives throughout the country to 
make Dollar Stamps available through 
retailers everywhere. 

Chairman of the board of P-I-P is 
Donald L. Barnes, Sr.. who has been 
president of American Investment Co., 
a consumer finance firm with 460 branch 


offices. He was also president of the St. 
Louis Browns, American League Base- 


ball Club, from 1936 to 1945. 

In addition to Mr. Barnes and Mr. 
Flannery, other officers include Alfred 
j. Kerth, partner in the St. Louis law 
firm of Kerth, Thies, and Schreiber and 
former mayor ‘of Clayton, Mo., vice pres- 
ident and secretary; James W. Evens, 
vice president of Buschman Jennings 
Trout, Inc., St. Louis insurance organi- 
zation, vice president; and Harry W. 
Hartley, treasurer and vice president of 
American Investment Co., treasurer. 

P-I-P Stamps, Inc., was incorporated 
under the laws of the State of Missouri 
in June of last year. Executive offices 
are located in Clayton, Mo., a St. Louis 
suburb. The corporation has authorized 
capitalization of $1 million, representing 
50,000 shares of stock at $20 par value. 











Prudential To Build Building at Linwoed, N. J. 


Prudential Building 


The Prudential has approved plans for 
a $3,000,000 ‘Mainland office building on 
a 3l-acre site at Linwood, N. J., on 
Route 9. The structure will be two- 
stories high, completely air-conditioned, 
and contain 20,000 square feet of usable 
space. Its exterior walls, shielded by a 
six-foot overhang, will be made of glass 
and of porcelain-enameled aluminum 
panels. 

The building covers two square acres. 
The great mass of the interior will be 
broken by two landscaped courtyards, 
each 72’ by 48’. A large cafeteria build- 





at Linwood, N. J. 


ing, readily convertible to an assembly 
hall, adjoins the main structure. The 
main building will have two escalators 
and a large freight elevator; the cafe- 
teria a smaller elevator. A parking lot, 
to the rear of the site, will have space 
for some 600 cars. Construction will be- 
gin in the summer of this year and be 
completed in late 1959. The building will 
provide work space for approximately 
1,000 persons, engaged in clerical opera- 
tions. 

The Mainland office is part of the 
company’s southern New Jersey regional 
office organization. 





Central Standard Appcints 
Shepler Agency Director 


E. H. Henning, president, Central 
Standard Life, Chicago, has announced 
the appointment of Robert O. Shepler, 
CLU, as agency director. Prior to join- 
ing the Central Standard, Mr. Shepler 
headed the agency activities of the 
Maccabees and had responsibility for 
sales, recruiting, training, sales promo- 
tion and advertising. 

Mr. Shepler is a graduate of the Uni- 
versity of Michigan Law School. He is 
a member of the Detroit Bar Associa- 
tion, Detroit Economic Club, Detroit 
CLU Chapter, University of Michigan 
Club and the Alpha Tau Omega frater- 
nity. He served with the Air Force 
from 1943 to 1946. 





Howard D. Brown’s New Post 


Security Mutual Life, Binghamton, 
N. Y., announced the resignation of 
Howard D. Brown, auditor of the com- 
pany, to accept the position of executive 
vice president of Harold D. Farber, Inc., 
the company’s agency in Buffalo. 

Mr. Brown joined Security Mutual in 
1937 and was appointed auditor in 1948. 
During World War II he served as a 
pilot in the Air Force and now holds 
the rank of maior in the Air Force Re- 
serve. He attended Triple Cities College 
of Syracuse University and also studied 
under the LOMA program. 


Dinnegan A Vice President 
Of O’Toole Associates, Inc. 


Edward G. Dinnegan has been elected 
a vice president and member of O’Toole 
Associates, Inc., management consultant 
firm. 

A graduate of Hunter College and 
New York University Mr. Dinnegan was 
a lieutenant in the Air Force in charge 
of tabulating data at Omaha base of 
Strategic Air Command. He continued 
with Air Force in a civilian capacity 
and then spent three years in the plan- 
ning staff of American International 
Underwriters Corp. 


New Log Editor 


Nonnie Stowe, who has been on Life 
of Georgia’s public relations department 
staff for three years, has been appointed 
editor of The Log. For the past several 
months, she has edited Field News, a 
publication for the field force, and has 
served as editorial assistant for The 
Log. She succeeds Peggy Coman Brad- 
bury, who resigned from the company 
to move to Orlando, Fla. 

Mrs. Stowe attended Wesleyan Col- 
lege for one year, and transferred to the 
University of Georgia’s Henry W. Grady 
School of Journalism where she earned 
a Bachelor of Arts degree. While at 
the University, she was society editor of 
the Red and Black, the school’s weekly 
newspaper, and a member of the Wom- 
en’s Athletic Association. 
































MORGAN O. DOOLITTLE, 
President 





INCREASE YOUR MARKET 


JOIN EMPIRE'S FAMILY OF GENERAL AGENTS 
STREAMLINED LIFE PORTFOLIO! 


1. Lower Premiums for larger policies, Family coverage, 
Mortgage coverage, Term and Term riders, Juvenile 
and Retirement Income! 


2 GROUP COVERAGES! 
5 Large or small, Life, Hospital or A. & H. 


HOSPITAL, ACCIDENT and HEALTH! 
> Commercial, Guaranteed Renewable to age 65, Senior 
Age Hospital to age 80. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 

















EAST 
LIFE UNDERWRITING MGR. 
$10,000 


Eastern company of excellent reputation. 


Specifications: age range 32-42, college 
education, minimum eight years of Home 
Office underwriting experience. Should have 
background supervising other underwriters 
and clerical staff. 


Many other positions available—all areas 
of the country—for men with all degrees 
and types of FIRE-CASUALTY-LIFE-ACCI- 
DENT-HEALTH backgrounds. Write for 
HOW WE OPERATE—no obligation to 
register. 

CONFIDENTIAL HANDLING 
ALL INQUIRIES 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














American Life Director 


Matar 


MIGUEL J. GODOY 


Miguel J. Godoy has been elected 
a director of American Life Insurance 


Co. of New York, life affiliate of Amer- 


ican Surety Co., it was announced by 
William E, McKell, president of both 
companies. 

Mr. Godoy is first vice president of 


the New York insurance’ brokerage 
firm of Ultramar Inter-America Corpo- 
ration and executive vice president of 


Ultramar Western World Corp., New 
York, correspondent of the Havana 
corporation of the same name _ which 


serves as Latin American managers for 
American Surety. 

He is a member of the Bankers Club 
of America, New York, and : director 
of the Banco Godoy-Sayan, S, A. and 
Banco Godoy-Sayan de Ahorro y Capi- 
talizacion, both of Havana, Cuba. 





American Bankers Now Has 
$185 Million “In Force” 


James G. Ranni, president, American 
Bankers Life of Florida, announced this 
week that the company’s life insurance 
in force now exceeds $185,000,000. “This 
gain has been at a rate of more than 
$1,000,000 per week,” said Mr. Rann, 
“for a total gain during 1957 of over 
$58,000,000 or approximately 32%. The 
past year has been one of progress and 
expansion and we look forward to top- 
ping our 1957 record in the year ahead. 

American Bankers is now licensed in 
32 states and the District of Columbia. 
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Late Ernest J. Clark An Educational 


Pioneer Had Outstanding Career 


General Agent of John Hancock in Baltimore for Years, He 


Helped Found American College of Life Underwriters 


When President of NALU; Persuaded Dr. 


Ss. S. 


Huebner to Write First Text Book on Life Insurance 


Ernest J. Clark, 86, who built a great 
insurance career when a general agent 
of John Hancock at Baltimore and who 
on his retirement from that post in 
June, 1944, became state agent emeritus, 
died in Baltimore January 10. 

A former president of National As- 
sociation of Life Underwriters he organ- 
ized the Baltimore Life Underwriters As- 
sociation 58 years ago and he was one 
of the founders and later president of 
American College of Life Underwriters. 
Mr. Clark was as much responsible as 
anyone for paving the way to the current 
professionalism in life insurance selling 
that has helped so much in winning con- 
fidence of the public in insurance sales- 
manship. It was as a member of the 
Ernest Clark Agency that Paul F. Clark, 
now chairman of John Hancock and 
nephew of Ernest J., got his start and 
first became nationally known in life 


insurance circles as a million dollar 
writer, P,. F. Clark joined the agency 
after graduation from University of 


Pennsylvania. 
Joined John Hancock at Columbus, Ohio 


3orn near Newtonville, Ohio, Ernest 
Clark became a student of National Nor- 
mal University in 1891. After some ex- 
perience as a teacher in a school near 
Lebanon, Ohio, Mr. Clark began his life 
insurance career with Robert Simpson 
& Sons, a Cincinnati general agency, 
whose territory was the entire state. His 
early life insurance sales experience was 
loaded with discouragement caused by 
his youth, inexperience and lack of 
training. However, after a year he was 
assigned to assist the superintendent of 
agents for Ohio by working with small 
town and country agents. 

After three years and when 24 he 
joined John Hancock as superintendent 
of agents with the J. C. Campbell state 
agency for Ohio and West Virginia, 
his headquarters being in Columbus. By 
January 1, 1897, he had become so suc- 
cessful that he was appointed state agent 
for Maryland and District of Columbia 
with offices in both Baltimore and 
Washington. In this wide territory the 
Hancock at the time had only a small 
weekly premium office in Baltimore, so 
it was practically virgin territory. No 
training course for agents was available; 
no insurance literature. As he grew, he 
saw the John Hancock grow, too. When 
he joined the company it had assets of 
less than $6 million with Ordinary in 
force of $16 million and weekly premium 
of $73 million. 

In commenting on that phase of his 
career Ernest Clark told Theé Eastern 
Underwriter in July, 1944: 

“In Maryland I found the relationship 
among agents of different companies was 
not friendly and business conditions 
highly competitive, much of which was 
based on invidious comparisons of 
companies and contracts, including wild 
estimates of future dividends. Rebating 
and twisting of business and other un- 
ethical practices were wide spread. 
There were no legal restrictions against 
these practices in existence, nor were 
there any against the incorporation of 
‘wild cat’ life insurance companies of 
which there were three notorious ones 
operating in Maryland. 


Organized Baltimore Association 


“After becoming established, I soon 
Saw the great need of bringing the gen- 
eral agents together for friendly inter- 
course, a better understanding of each 
other and their problems, and a correc- 
tion so far as possible of these condi- 


ERNEST J. CLARK 


tions, including essential legislation to 
regulate the character and operational 
method of both local and foreign com- 
panies admitted to do business in the 
state.” 

This resulted in 1900 in the organiza- 
tion of the Baltimore Life Underwriters 
Association of which he became secre- 
tary and later president. For several 
years only general agents belonged. At 
the start the association devoted itself 
largely to improving ethics of the busi- 
ness. A law and legislative committee 
was soon appointed, won the support 
of the State Insurance Commissioner 
and laws safeguarding insurance were 
enacted by the legislature. 

Slogan with NALU was Education 

In 1901 as president of the Baltimore 
association Mr. Clark at the Portland, 
Maine, convention of National Associa- 
tion of Life Underwriters extended an 
invitation for NALU to meet in his city 
and that was where 1902 convention was 
held. His interest in the NALU became 
continuous from that time. For three 
years beginning with 1904 he was NALU 
secretary during which time he founded 
that association’s Life Association News. 
In 1907 at the Los Angeles convention 
he sold the idea of NALU taking over 
the News as its official organ. He kept 
bound files of the News and in the ’40s 
presented a complete edition from 1905 
to 1943 to American College of Life 
Underwriters library, as well as official 
reports of meetings of old Association 
of Life Insurance Presidents. 


Becomes President of NALU 


Mr. Clark, elected chairman of NALU 
executive committee in 1909, took office 
as president in 1913. Slogan of his ad- 
ministration was “Life Insurance Edu- 
cation.” Many requests began to be 
received from colleges and high schools 
for a text book on life insurance, none 
being in existence. Clark was chairman 
of a committee which persuaded Dr. 
Solomon S. Huebner of Wharton School, 
University of Pennsylvania, to write such 
a book and it was published by D. Apple- 
ton & Co. Dr. Huebner was asked to 
and did address the 1914 NALU con- 
vention. 

In February, 1914, Dr. Huebner made 
his famous address before Baltimore Life 





Underwriters Association urging the en- 


actment of professional concepts as base 
of “the life underwriter’s career.” His 
hope was a life insurance course which 
would lead to a degree or designation 
being ultimately created and centered in 
a college of standing, commensurate with 
other degrees granted by such institu- 
tions. 


American College of Life Underwriters 


He enlisted the interest on a com- 
mittee of Edward A. Woods, Franklin 
W. Ganse, John Newton Russell and J. 
Stanley Edward in the proposed plan. 
The idea quickly spread throughout the 
country and thus in January, 1927 trus- 
tees of NALU approved the creation of 
the American College of Life Under- 
writers which was chartered in 1927. Mr. 
Woods was elected president of the col- 
lege, Mr. Clark secretary, Dr. Huebner 
dean and David McCahan assistant dean. 
On the death of Mr. Woods in Novem- 
ber, 1927, Clark became president of 
American College and in 1934 retired 
from the post and became chairman of 
the board. He served in that capacity 
for several years, being succeeded by 
Julian S. Myrick. 

Mr. Clark was not only an unusually 
successful general agent but a skilled 
trainer of men. By 1944 members of his 
organization numbering 18, had become 
general agents, the big star among them 





Seattle 





Portland 
Herb W. Ehrsam 





THE NORTHWEST 


In bustling cities and quiet villages of the Pacific 
northwest, through Washington’s apple country, 
Oregon’s rich timber lands and Idaho’s famous 
potato sections, Equitable Life of Iowa is ably rep- 
resented by these general agents and their agency 
associates. Theirs is a distinguished record of fine 
insurance service in keeping with Equitable’s 
high traditions. To these men, congratula- 
tions from the Equitable Life of Iowa! 








No. 1IN A SERIES 





Hugh S. Bell, CLU 


Spokane @ Walter ne Shields, CLU 





LIFE INSURANCE COMPANY OF IOWA 





AC -DC 


(Added Coverage-Decreased Cost) 


Priced by size 
Higher Dividends 
Same liberal commissions paid 


Call: OXford 7-2950 





LEE NASHEM AGENCY 


Sfreet 
Ney 


East 42nd 


York 17 





Mutual Benefit Life Insurance Co. 
of Newark, N. J. - 





being Paul F. Clark who after being 
general agent in Boston became execu- 
tive vice president, president, and chair- 
man of John Hancock. 

When Ernest Clark retired as general 
agent in 1944 after being 53 years in 
life insurance, he was greatly pleased 
when the company appointed as his suc- 
cessors in charge of the territory, three 
of his associate state agents. They were 
R. Russell W. Swigert and Ernest J. 
Clark, Jr., as general agents for Mary- 
land, and J. Mitchell Owens as general 
agent for District of Columbia and the 
Potomac River counties in Virginia. 
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FOUNDED IN 1867 IN DES MOINES 


: EQUITABLE LIFE OF IOWA IN 
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A New York Life Centenary 


Breaks Ground for New Canadian Headquarters Building in 
Toronto; Year-long Centennial Observance 
in Commonwealth 


New York Life, which has been oper- 
ating in Canada for a century, has be- 
gun construction on a new Canadian 
headquarters building. In downtown 
Toronto’s business center the new struc- 
ture has as its locale University Avenue 
and Dundas Street. Investment in Can- 
ada of New York Life at the end of 


Iron Ore of Canada formed for the de- 
velopment of one of the great mineral re- 
sources of the Western hemisphere. Dur- 
ing 1956 more than $5 million was in- 
vested in mortgage loans on Canadian 
residences, apartments and commercial 
buildings. 


Payments to Canadian policyowners 





Left to Right are Paul Norton, F. A. Wade and R. Manning Brown, Jr., 


1956 totalled more than $120 million 
and 1957 investments add approximately 
another $10 million to that total. Chief 
officer of New York Life in Canada is 
Fred A. Wade, CLU, field vice president 
in charge of the Canadian Department, 
which consists of 21 offices from coast 
to coast. 

Among those at the groundbreaking 
ceremonies were Nathan Phillips, mayor 
of Toronto; Roy Whitehead, Ontario 
Superintendent of Insurance; Ivan 
White, U. S. Consul General. and othe: 
provincial, civic, business and financial 
leaders. Executives from New York Life 
home office in New York were Paul 
Norton, vice president, and R. Manning 
Brown, Jr., vice president in charge of 
real estate and mortgage loans. All 
agents of the company in the Toronto 
area were present with their wives. Ac- 
companying Mr. Wade were his twin 
teen-age daughters. 


Year-Long Centenary Program in 
Canada 

A year-long program throughout Can- 
ada observing the company’s centen- 
nial will be launched by New York Life 
beginning February 23, the date the 
company sold its first policy in Toronto 
100 years ago. 

The Canadian operation was reviewed 
recently at a management meeting in 
New York of 300 of New York Life’s top 
executives. Guests at the meeting in- 
cluded Harry A. Scott, Consul General 
of Canada and Dr. John Fisher, a former 
CBS commentator, who is now executive 
director of the Canadian Tourist Asso- 
ciation. 

Canadian Success 

The five-year record of life insurance 
purchased by Canadians from New York 
Life, beginning with 1952 and continu- 
ing through 1956, was a spectacularly 
successful one. Individual policy sales 
rose from $13 million to $41.5 million, 
showing an increase of 29% over 1955 
and 321% over the five-year period. 
Group sales, which were $16 million in 
1952, were $70 million in 1956. Total 
life insurance sales in 1956 showed an 
increase of 50.2% over 1955. 

Among the major investments in Can- 
ada is one of $19.5 million in securities of 


holding 
a century-old shovel used to turn the first sod for the company’s new Canadian 
headquarters in Toronto. 


and beneficiaries in 1956 amounted to 
$6.6 million. 
Career of Fred A. Wade 

A native of Renfrew, Ont., Mr. Wade 
joined the company as an agent at 18. 
In 1949 he was appointed field vice 
president with headquarters in Toronto. 
He is a former mayor of Renfrew. Other 
New York Life executives of Canadian 
origin are these: 

Earl M. McRae, vice president in 
charge of underwriting; Ross McLeod, 
vice president and general counsel in 
charge of legal matters pertaining to 
company’s investments; Dr. William 
Bolt, chief medical director ; John H. 
Lane, second vice president, and Willard 
A. Thompson, second vice president and 
actuary. 


New England Life Sales 
At Record $730 Millions 


Sales of new individual life insurance 
by New England Life in 1957 totaled a 
record $730 millions, 6% more than the 
year before and more than double the 
1951 figure, O. Kelley Anderson, presi- 
dent, reported. In addition, Group Term 
life insurance sales amounted to an esti- 
mated $115 millions, giving New England 
Life its seventh consecutive biggest year 
in history. 

Eight of the company’s 91 general 
agencies posted sales of more than $20 
millions of new life insurance, 22 pro- 
duced more than $10 millions and 52, or 
more than half, had sales of $5 millions 
Or more. 

The George Byrnes agency, New York, 
set an all-time company record with 
sales of $38 millions. The David Marks 
agency, New York, finished second with 
$33 millions. 

Group life insurance in force increased 
to more than $468 millions. Annual pre- 
miums payable on 1957 Group annuities 
totaled $3.5 millions and on health cov- 
erages $2.7 millions. 





Conn. Mutual Leaders 
Get President’s Awards 


Presentation of the President’s Or- 
ganization Trophies was among high- 
lights of the general agents conference 
of Connecticut Mutual Life at Boca 
Raton, Florida. The awards were pre- 
sented by President Charles J. Zim- 
merman to the following general agents 
on behalf of their agencies: Ralph H. 
Love, Hartford; Edward B. Bates, Los 


Angeles; Edward C. Jahn, Newark; 
Paul C. Kaul, Omaha, and Jack K. 
Gannon, Seattle. 

The five organization trophies, 
awarded annually for outstanding 


agency development work, traditionally 
are objects of keen competition among 
Connecticut Mutual general agents. 
The Bates agency is the only repeat 
winner from last year. 

Nearly 100 general agents and com- 
pany officials, many accompanied by 
their wives, attended the conference. 
Principal speakers included President 
Zimmerman; Raymond W. Simpkin, 
agency vice president; Vincent B. Coffin, 
senior vice president; Horace R. Smith 
and E. A. Starr, assistant agency vice 
presidents; Paul A. Hoffer, assistant 
counsel; Robert B. Proctor, superintend- 
ent of agencies, and James L. Russell, 
agency secretary. 





Columbian National Agency 
Heads Elect New Officers 


At a recent meeting in Bosten the 
General Agents and Managers Associa- 
tion of Columbian National Life elected 
officers for 1958. Ben L. Goldenberg, 
CLU, of Hartford was elected president; 
Thomas E. McCarthy, South Bend, Ind. 
was named vice president and Michael 
J. McIntosh, CLU, White Plains, N. Y. 
was elected secretary-treasurer. 

Members elected to the Association’s 
executive committee are: Leo R. Porter, 
Salt Lake City; William S. Vogel, New- 
ark; Thayer Quinby, Boston; Harold S. 
Schlesinger, CLU, New York; George F. 


Burns, Portland, Me. 
Functioning as an advisory board, 
Association members form a_ liaison 


group to provide a smooth working rela- 
tionship between field offices and the 
home office. 

The William S. Vogel Agency, New- 
ark, N. J., led all other agencies of 
Columbian National Life in both new 
Ordinary life business and first year 
accident and health paid premium in 
1957. Long one of Columbian National’s 
top general agents, the 1957 production 
of the Vogel Agency represents an in- 
crease of 128% of the 1956 life produc- 
tion figure and an increase of 143% of 
the 1956 accident and health paid pre- 
mium figure. 





Mutual Of N. Y. Promotions 
On Sales Promotion Staff 


Promotions of William H. MacKenzie, 
Alfred D. Sileo and Irene Schultz on 
the sales promotion staff of Mutual Of 
New York have been announced. Mr. 
MacKenzie has been advanced to assis- 
tant director of sales promotion; Mr. 
Sileo to sales promotion specialist, and 
Miss Schultz to editorial assistant. 

Mr. MacKenzie has been with the 
company since 1954. A graduate of Rut- 
gers with a Bachelor’s degree in jour- 
nalism, he was director of sports infor- 
mation and associate editor in public 
relations at the university. He is a mem- 
ber of the National Football Writers 
Association and Zeta Psi fraternity. 

Mr. Sileo received his Bachelor’s de- 
gree from New York University and 
completed studies for a master’s degree 
in advertising. He is a member of the 
Life Advertisers Association and has 
ray with Mutual Of New York since 
1956. 

Miss Schultz has been with the com- 
pany since 1952. She is attending eve- 
ning courses at City College of New 
York and is working toward a Bachelor’s 
degree in advertising. 


Agency Superintendent 
For Pan-American Life 





IRWIN H. FUST 


Pan-American Life has appointed 
Irwin H. Fust superintendent of agencies 
at the New Orleans home office. Form- 
erly assistant superintendent of agen- 
cies, he joined the company in 1929, 
becoming agency accountant, agency 
secretary and assistant superintendent. 
He will supervise field operations in the 
Southeast. 

Pan-American has also promoted J, 
Vernon Richardson to manager-Group 
service from manager-Group issue. 





Form Aetna Partnership; 
Shriver to Kansas City 


Richard M. Fee, general agent for 
Aetna Life at Kansas City, will become 
associated with A. H. Hiatt Jr. as a 
partner in the company’s Minneapolis 


general agency February 1. Max D. 
Shriver, field supervisor at the com- 
pany’s home office for the past two 


years, will become general agent at 
Kansas City. 

Mr. Fee began his life insurance ca- 
reer at Duluth, Minn., and in 1954 was 
appointed general agent at Kansas City. 
A graduate of the University of Minne- 
sota, he has served as chairman of the 
Life Underwriters Training Council in 
Kansas City. He was a 1955 member of 
the Million Dollar Round Table and 
won the Aetna Life President’s Trophy 
for outstanding agency performance in 
1957. He is a director of the National 
Conference of Christians and Jews. 

Mr. Shriver, who is a graduate of 
Drake University, has been associated 
with Aetna Life since 1940. He was 
agency supervisor and assistant general 
agent at Des Moines, and for two years 
served as an instructor in the com- 
pany’s home office training school. He 
then was associate general agent at St. 
Paul, Minn., before being called to the 
home office in 1956 as field supervisor. 





LAA Southern Round Table 


Spring Meeting May 5-6 

The Southern Round Table of the Life 
Insurance Advertisers Association wil 
hold its annual spring meeting May 2 
and 6, in Roanoke, according to an an- 
nouncement by Jay C. Leavell, chairman 
of the group. The following committee 
chairmen were named by Mr. Leavell; 
Clarence Bishop, Protective Life, pro- 


gram; Clay Alexander, Lamar Life, 
attendance and promotion ; Al B. Rich- 
ardson, Life of Georgia, nominating; 
Howard L. Johnson, Shenandoah Life, 
arrangements; Hugh Rickenbaker, 
Jr., Life of Georgia, press; and Charles 
Fleming, Life of Virginia, resolutions. 
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At a recent meeting in New York City the “Gotham Group’—members of the 
Life Insurance Advertisers Association from the New York and New Jersey area— 
heard Morgan S. Crockford, president of the LAA. Mr. Crockford is secretary of 
Excelsior Life of Toronto. Some of those who attended the meeting at Keen’s Chop 


House are shown above. 


Top row: Morgan S. Crockford poses with members of LAA executive committee 
and committee chairmen who are also members of the Gotham Group. Left to right— 
Charles R. Corcoran, 2nd vice president, Equitable Society of New York; William 
Heimburg, New York Life, both members of the executive committee; Mr. Crock- 
ford; Goldie Dietel, Equitable Society, chairman of the Eastern Round Table; and 
Henry E. Arnsdorf, Prudential chairman of the LAA Press Committee. 

3ottom row: Gordon Hull, Mutual Benefit Life; Mr. Crockford; Paul H. Troth, 
New York Life, chairman of the Gotham Group; Joseph B. Treusch, Colonial Life; 


and Paul Duling, Postal Life. 





International Claim Ass’n 


Committee Chairmen Named 

George L. Lane, Jr., Metropolitan Life, 
president of the International Claim As- 
sociation, has announced committee 
chairmen appointments for the current 
year as follows: 

Program, William J. McBurney, The 
Prudential; entertainment, George F. 
Monks, New York Life; hotel accom- 
modations, Robert G. Hill, Security Mu- 
tual; transportation, Don Bales, Frank- 
lin, Life; auditing, R. K. Evans, National 
Life & Accident; law, Kenneth L. Mer- 
ley, Federal Life; Group, Edmund W. 
Sours, Aetna Life; personal accident 
and health, Elmer J. Rasmussen, Conti- 
ental Casualty ; life, John E. Patterson, 
New York Life; health insurance coun- 
cil, Samuel B. Reed, Connecticut Gen- 
eral; lay adjusters, Kenneth C. Berry, 
Lumbermens Mutual Casualty; public 
relations, Francis X. Reilly, Guardian 
Life; service claims liaison, Godfrey 
M. Day, Connecticut General. 

_The executive committee of the asso- 
ciation met this week in Jacksonville, 
Fla., to formulate plans for the 49th 
annual meeting of the association, which 
will be held at French Lick Springs, 
Indiana, September 21 - 24. 





Wins Wolfson Award 
The S. S. Wolfson Award for the best 
all-around performance by a Berkshire 
Life general agent during the company’s 
Booster campaign was given to the 
Harold N. Rentner Agency, 141 Broad- 
way, New York City, it was announced 
at Berkshire field convention in Florida 
last week. The Rentner agency led all 
the other agencies of the company in 
production not only in the Booster cam- 

Paign but for the entire year 1957. 


Arthur J. Kern Joins 
Columbian Mutual Life 


Columbian Mutual Life of Bingham- 
ton, N. Y., has appointed Arthur J. Kern 
director of its underwriting department. 
He was formerly manager of the acci- 
dent and sickness underwriting depart- 
ment of Inter-Ocean Insurance Co., 
Cincinnati. Graduate of Xavier Univer- 
sity, he also studied at Loyola Univer- 
sity for three years. He has been active 
in community affairs. 


New York Life Appoints 
Three General Managers 


The appointment of general managers 
to head three of its general offices—two 


of them newly established—has been an- 
nounced by the New York Life. 

John T. DeBardeleben has been named 
general manager of the company’s 
Knoxville general office. Formerly a 
management assistant in the home office, 
he joined the company as an agent in 
Nashville in 1952 and was named assist- 
ant manager there in 1953. From 1954 
to 1956, he helped build New York Life’s 
sales office in Chattanooga. A native of 
Columbus, Ga., Mr. DeBardeleben is a 
graduate of Vanderbilt University. 

C. Alexander Smith, formerly general 
manager in Knoxville, has been named 
to head New York Life’s newly opened 
Fort Lauderdale office. A native of 
Reddick, Fla. Mr. Smith joined the 
company in 1936 in Florida, where he 
later served as assistant manager in 
Ocala, Tampa and Miami. He was 
named associate manager in Miami in 
1951 and took charge of the Knoxville 
general office in 1953. Mr. Smith is a 
graduate of the University of Florida. 

Donald W. Schug has been named 
general manager of the company’s new- 
ly established Essex general office in 
East Orange, N. J. Mr. Schug, who 
was formerly a management assistant in 
the home office, joined the Newark, 
N. J., general office in 1951 and later 
served as assistant manager in Newark 
and Hackensack, in charge of the Pat- 
erson sales office. He is a native of 
New Brunswick, N. J. He attended 
oT Hall University in South Orange, 





Burns Trophy Winner 

The Butler, Pa., district of Baltimore 
Life (including detached office in Beaver 
Falls) has won the “Burns Trophy,” a 
silver cup presented annually by the 
firm’s chairman of the board to the dis- 
trict with the best record for quality 
and quantity production during the pre- 
vious year. 

Butler district manager Joseph B. 
Skrinak and his staff will be the dinner 
guests of Albert Burns, in whose name 
the trophy is given, early in March in 
Baltimore. 

The Reading district, headed by Albert 
C. Malley placed second in this year’s 
contest and receives a Certificate of 
Merit from Mr. Burns. Third place went 
to the Pottsville district, managed by 
John P. Reighard. 

Many members of the staffs in these 
districts will be guests of the Baltimore 
Life at its annual Honor Club meeting, 
to be held in Atlantic City during April. 





FRANK McCAFFREY 
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MUTUALS LIFB INSURANCE COMPANY 
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Ask M. L. CAMPS AGENCY 


about 
JOHN HANCOCK’S 
Signature 25 Policy 
with very high First Year cash values 


issued at ages 15 to 70 


Calf us for Full Information 


ABE EISEN, C.L.U. 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


LARRY CAMPS 











Immediate Opening— 
ASSOCIATE GENERAL AGENT 


Strong, medium-sized life com- 
pany has immediate opening for 
successful producer to operate 
agency in Newark, N. J. 

If you are the man selected 
you will get a “Prosperity” con- 
tract that provides: Liberal first 
year commission and_ override, 
monthly expense allowance, extra 
second and third year commission, 
continuous service fees, retirement 
plan, full life, A. & S, Portfolio 
including major medical, career 
financing. ; 

This opportunity available to 
man with proven sales experience 
who desires to build a career field 
organization, 


For interview — call collect 
OWen 5-1497 in Trenton, N. J. 








MAKE MINE MANHATTAN 
For Life 


CHAMP EDWARDS AGENCY 
MUrray Hill 2-7330 











Bronx Ass’n Officials 





Jack R. Manning, managing director 
of the Life Underwriters Association of 
the City of New York, center, presented 
plaques to two Bronx life underwriters. 
A plaque from NALU was given to 
Edward L. Sheppard, Metropolitan Life, 
left, Bronx Branch president congratu- 
lating him upon his election and a cer- 
tificate of award from the local associa- 
tion to Louis Lurie, Prudential, retiring 
Bronx branch president, in appreciation 
and recognition of services to the asso- 
ciation during 1956-57. 





Boston Managers To Hold 
“Man of the Year” Dinner 


The Life Insurance General Agents 
and Managers Association of Boston, 


will hold its third annual “Man of the 
Year” dinner meeting on February 6, 
in the Dorothy Quincy Suite of the John 
Hancock Bldg., it was announced by 
Henry M. Faser, Jr., CLU, president of 
the association. 

Frank Leahy, famous Notre Dame and 
Boston College football coach, is flying 
east on a special trip to be guest speaker 
of the evening. His subject will be 
“Responsibilities of Leadership.” 

The outstanding man for the year 1957 
in each agency of life companies doing 
business in Boston will be presented 
a scroll honoring him as the “Man of 
the Year 1957” in his agency. 
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Metropolitan Life 


(Continued from Page 1) 

A 

and the parent one—National Association 
of Life Underwriters. He has continued 
his institutional activities on committees 
of Life Underwriter Training Council, 
American College of Life Underwriters 


KARL H. KREDER 


and Life Insurance Agency Management 
Association. He is one of the founders 
of Association of Life Insurance Train- 
ing Directors of New York. 

Mr. Kreder became an officer of the 
company in 1947 with title of assistant 
vice president in field management, and 
in 1948 his responsibilities broadened to 
include that of manager of field training 
division. He was advanced to third vice 
president in 1951 and to second vice 
president in January, 1956. 





Licensed in Virginia 

Richard W. Ellsworth, superintendent 
of agencies, Mount Vernon Life of New 
York announced that the company has 
recently been licensed to do business in 
the State of Virginia. The company is 
now licensed in 15 states and the Dis- 
trict of Columbia. 

Mr. Ellsworth said that this is a step 
in the company’s expansion program and 
the admission to several other states is 
planned during 1958. 





Equitable Society Figures 

Total life insurance in force of Equi- 
table Society at end of 1957 was $30.3 
billion of which individual life repre- 
sented $12.8 billion and Group life $17.5 
billion. Individual life sales last year 
reached $1.664 billion and Group sales 
totalled $1.530 billion. 


Appoint D. H. Pritt 


D. H. Pritt has been named general 
agent of Lincoln National Life in Jack- 
son, Mich. He was with 5th Armored 
Division during World War II., has 
been treasurer of Pontiac Life Under- 
writers Association and active’ in 
United Fund campaigns. He is a Mason. 








HEAR TIMOTHY W. FOLEY 

Timothy W. Foley, director of brok- 
erage sales for the State Mutual Life 
e New York, was a speaker at the re- 

ent monthly meeting of the Hudson 
( gg Life Underwriters Association. 
Mr. Foley’s subject was “The Use of 
Visual Sales Aids in the Merchandising 
of Life Insurance.’ 





SALES TRAINING SCHOOL 

Twenty-seven salesmen from 21 agen- 
cies of Bankers Life of Iowa recently 
completed a home office sales training 
school in Des Moines. The school, first 
of a series of three, is under the super- 
vision of Roy A. Frowick, director of 
training schools. 





Employers’ Liability 
Makes Life Appointment 


ROBERT E. AKER IN NEW POST 


Employers Liability, In This Country 
Since 1886, One of World’s 
Most Noted Companies 


Robert E. Aker, well known in the 
life insurance field, has joined Employ- 
ers’ Liability Assurance Corp. group of 
insurance companies, which organization 
has already announced that it will enter 
The Employers’ 
leading British 
Was organized in 


the life insurance field. 
Liability, one of the 
insurance companies, 
1880. Six years later it entered the 
United States, headquarters of the 
American _ branch being in 3oston. 
United States general manager and at- 
torney is Edward A. Larner. 

Mr. Aker, who will direct life insur- 
ance operations, was until recently head 
of the agency department of Security- 
Connecticut Life of New Haven, Conn. 
He attended University of Minnesota 
where he majored in business adminis- 
tration. Serving in the Air Force in 
World War II he rose to rank of major. 
After the war he became an agent and 
later had experience as an agency sec- 
retary and director of training. While 
a life manager in Minneapolis he was 
prominent in Minnesota Association of 
Life Underwriters and in such _ local 
activities as church programs, Little 
League and Cub Scouts. 





Ins. Accounting Course 

A new course in life insurance ac- 
counting (Accountancy 234) will be of- 
fered by City College’s Baruch School 
this spring, it was announced by Dr. 
Robert A. L ove, director of the ev rening 
and extension division. The course is 
designed to familiarize students with 
the technical aspects of accounting for 


premiums, commissions, agencies, divi- 
dends, claims and settlements, policy 
loans, investments and_ reinsurance. 


New York Insurance Department rules 
are stressed, and internal auditing and 
tax problems discussed. 

Conducted by Edward J. Mallon, con- 
troller of Guardian Life, classes in the 
14-week course will meet on Wednes- 
day evenings from 6:20 to 8:00 p.m. 
beginning February 5. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








SEC Wants VA Reversal 


The Securities and Exchange Commis- 
sion and National Association of Securi- 
ties Dealers this week asked U. S. Ap- 
peals Court to reverse a Federal District 
Court ruling dismissing the SEC injunc- 
tion suit against the District of Columbia 
variable annuity companies. SEC claims 
that VA companies are not insurance 
companies. Therefore, in its opinion, 
they should be required to comply with 
registration provisions of Securities Act 
of 1933 and investment company act of 


1940, 





W. M. Furey To Be Genl. Agt. 


William M. Furey, CLU, will become 
general agent of Berkshire Life in Pitts- 
burgh, effective February 1. He succeeds 
R. Maxwell Stevenson who is retiring 
of his own volition. One of oldest agen- 
cies in Pittsburgh, his father, W. Rankin 
Furey, president Berkshire Life, and his 
grandfather, were general agents there. 





Sets Up CLU Feliowship 


The Hartford Chapter of CLU has 
established a CLU Institute Fellowship 
Fund to encourage attendance by the 
Chapter’s members at CLU Institutes. 
Three Fellowships of $100 each are avail- 
able to members of the Hartford Chap- 
ter upon application to the secretary, 
Benjamin Goldenberg by February 1. 





Conn. Mutual Appointments 
Appointment of two new. general 
agents has been announced by _ the 
Connecticut Mutual Life. Michael P. 
Massad, CLU, has been appointed gen- 
eral agent at Dallas and William E. 
Branham, CLU has succeeded him as 
general agent at Oklahoma City. 





Officers of New York City Association 





The officers of the Life Underwriters 
Association of the City of New York 
are pictured above at the mid-point in 
the 1957-58 administrative year. The 


group includes: left to right, standing, 
Clarence Oshin, CLU, Home Life, treas- 
urer; Stanley R. Wayne, Mutual Benefit, 
public relations vice president; Harry 


Phillips, 3rd, 


; : Penn Mutual, membership 
vice president; Charles N. Barton, CLU, 


Union Central Life, educational vice 
president; Charles Anchell, New York 
Life, administrative vice president. Seat- 
ed left to right: Arthur L. Sullivan, 
Fidelity Mutual, president; Michael P. 
Coyle, CLU, Phoenix Mutual, immediate 
past president. 














we WN NEW ENA DY SN WY AS 


WEGHORN 
IS GOOD 
FOR LIFE 


Representing 
“Canada Life’’ 





Nw 





PAI NOON 





VIII A FADO 





Nn™ 










30 Years On Honor Roll 





MARSHALL C. PALACH 


Marshall C. Palach, Manufacturers 
Life representative in Ubly, Michigan, 
has established a record unparalleled in 
the company’s history—if not in the life 
insurance business, In December Mr. 
Palach completed 30 years of consecu- 
tive monthly Personal Honor Roll ap- 
pearances. 

To qualify for the Personal Honor 
Roll, a producer must pay for $10,000 
or more each month, and on most oc- 
casions Mr. Palach has greatly exceeded 
that quota. 

Throughout his career, Mr. Palach’s 
activities have centered around Ubly, 
in which area the Manufacturers Life 
is known as “Marshall Palach’s com- 
pany’ —testifying to the respect and con- 
fidence he has created among his fellow 
citizens. 

Since first joining Manufacturers Life 
in December, 1927, Mr. Palach_ has 
established himself as a successful 
underwriter, and his achievements in the 
field have many times earned him well- 
deserved recognition. At the age of 65, 
Marshall Palach looks ahead to still 
further achievements in his life under- 
writing career. 


A. K. REID NOW SUPERVISOR 

Aubrey K. Reid has been appointed 
supervisor of the newly opened Group 
office of Paul Revere Life in Columbus, 
Ohio. Associated with this company 
since 1948, he comes to Columbus from 
Sioux Falls, S. D. where he supervised 
Group activities in the north central 
sales region, 
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Knight Agency Led U. S. 
In ’57 Paid Ordinary 


PAID VOLUME WAS _ $55,140,000 
Total in Force $390 Million; Sitomer 
Production Leader With Just 
Under $3 Million 





Charles B. Knight agency, Inc., Union 
Central Life, New York City, president 
of which is Charles N. Barton, CLU, is 
now the largest life insurance agency in 
the country. It paid for $55,140,000 
Ordinary last year, an increase of ap- 
proximately $15 million over the preced- 
ing year, and $47,336,000 of new paid 
Group insurance. Its gain of insurance 
in force for 1957 was $32 million and at 
end of year it had $390 million of out- 
standing business. Its top 1957 month 
was December with $6,251,000. Its low- 
est paid for was January with $1,573,000. 

The agency now has 12 members of 
MDRT, previous record being 10, MD- 
RT agents are Sam _ Sitomer, Paul 
Jacobson, Fred Notari, Ethel Karene, 
Lucky Glickman, George Sissen, Sam 
Green, Sid Wolkenberg, Warren Still- 
well, Joe Minden, Sid Boikess and Mike 
Feigin. There are 25 members of Knight 
agency in the Half Million Dollar Club. 
Warren Stillwell led the company in 
number of lives for the year—133. Doug 
Plotke paid for 70 lives. 

Sitomer Wrote Largest Volume 

Leader of the agency in volume was 
Sam Sitomer who paid for just less than 
$3,000,000. He was second man in pro- 
duction volume for the company nation- 
wide. ; ee 

Men of the year designees, winning 
the highest award of the agency—the 
Paul S. Ranck Cup, named after the late 
president of the agency—were Paul Satz 
and Warren Stillwell. In the competi- 
tion for this honor the agents were di- 
vided into two groups: Satz winning 
among agents in the business less than 
two years and Stillwell for more than 
two years with the company. | 

The Paul S. Ranck Cup winners are 
selected on a point system which in- 
cludes volume in applications and paid- 
for, number of applications and _ paid 
cases, number of paid applications, pre- 
miums collected, consecutive weeks of 
production, attendance at annual meet- 
ings, client attitude, service and _per- 
sistency. 





Union Mutual Life Holds 


Group Managers Conference 

Portland, Me.—The first regional 
Group managers sales meeting was held 
recently at the home office of Union 
Mutual Life in Portland. In charge of 
the meeting was Robert C. Russ, vice 
president in charge of Group sales. As- 
sisting him were Alfred W. Perkins, 
vice president in charge of the Group 
Department and Charles Seavéy, second 
vice president in charge of Group ad- 
ministration. The 5-day meeting began 
with a discussion of the development 
of the company’s new Group Insurance 
Manual and its new rate computations. 
A review of Union Mutual’s Group Ma- 
jor Medical coverage was held, followed 
by a step-by-step illustration of how 
Group cases are processed from submis- 
sion to delivery. Executives in the Group 
Department discussed current Group 
Practices, sales and selling methods and 
established sales quotas for the forth- 
coming year. 

In attendance were John D. Curtin, 
manager of Group sales, Western Divi- 
sion, Los Angeles; and the following 
regional Group managers: Michael 
Corgiat, Chicago; Timothy Donoghue, 
Midtown New York; Dale M. Foster, 
Los Angeles; E. Roe Holmes, Jr., North- 
ern New England; Robert L. Roberts, 
Boston; James C. Ryan, San Francisco; 
Joseph E. Tromba, Syracuse. 





JERVIS J. BABB 


Jervis J. Babb, chairman of Lever 
Brothers Co. and Roy L. Reierson, vice 
president of Bankers Trust Co. were 
elected directors of The Guardian Life. 

Mr. Babb is a vice chairman and 
trustee of the Committee for Economic 
Development and chairman of its Area 
Development Committee, a trustee of 
the American Heritage Foundation, a 
member of National Industrial Confer- 
ence Board, and a trustee of the Joint 
Council for Economic Education. He is 
a trustee of Bank of New York and 
Dry Dock Savings Bank and a director 
of Green Giant Co., American Molasses 
Co., Neptune Meter Co. and United Ar- 
tists Theatre Circuit, Inc. 


ROY L. REIERSON 

Before coming to New York Mr. 
Reierson was an assistant professor of 
accounting and finance at Northwestern, 
and has been a member of the faculty 


of the Graduate School of Business Ad- 
ministration at New York University. At 
Bankers Trust Mr. Reierson heads the 
Economics Department and is concerned 
with the analysis of current economic 
and financial problems. In 1951 he 
served as consultant to the Board of 
Governors of the Federal Reserve Sys- 
tem and has on various occasions done 
work with the Department of Com- 
merce, the Treasury Department and the 
Joint Economic Committee. 





























Agency service throughout North America 
with branch offices in 100 key centers from 
coast to coast. 


$7 BILLION INSURANCE IN FORCE 


SUN LIFE OF CANADA 


Head Office — Montreal 














O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company Management Problems 


11 West 42nd St., New York 36 
Telephone: Wisconsin 7-8266 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Training Supervisor For 
Glenn G. Geiger Agency 





DAVID ROSE 


The Glenn G. Geiger Agency of New 
England Life, New York, has announced 
the promotion of David Rose to the 
post of training supervisor. Mr. Rose 
has been with the Geiger agency since 
1956 in the capacity of supervisor. His 
new duties will be to coordinate all the 
training activities of the agency. 

Mr. Rose has had training and ex- 
perience in the fields of business insur- 
ance, pension and profit-sharing and co- 
ordinated estate planning. He is a lieu- 
tenant commander in the Naval Reserve 
and served during World War II and 
in Korea as a Naval aviator. He holds 
the Distinguished Flying Cross, Air 
Medal with two stars, and other military 
honors. 





Edward H. Becker Named 


Edward H. Becker has been appointed 
vice president of Paul Rosenbaum & 
Associates, Inc., employe benefit plan 
consultants, Philadelphia. In his two 
years with the company, Mr. Becker 
has been active in the design, admin- 
istration and communication of pension, 
profit-sharing and Group _ insurance 
plans. He is a 1953 graduate of the 
Wharton School of Commerce and 
Finance of the University of Pennsyl- 
vania. The firm services clients through- 
out the eastern area of the United 
States. 
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Made Brokerage Supervisor 





PAULINE La VERNE STURDIVANT 

Walter H. Knox, Jr., Midland, Texas 
general agent of Manhattan Life of 
New York, has appointed Mrs. Pauline 
La Verne Sturdivant as brokerage su- 
pervisor of the agency. 

For the past two years Mrs. Sturdi- 
vant has been selling life insurance. 
First with the Franklin Life, she has 
most recently been licensed with the 
Knox Agency. Her previous experience 
includes the sale of real estate as well 
and secretarial 


as various managerial 


functions. 


Led Gundersdorff Agency 





ROBERT OLINER 


For the fourth consecutive year Rob- 


ert Oliner has led the Roy Gunders- 
dorff Agency of Equitable Life of Iowa 
at Commerce Court Building, Newark, 
N. J. He paid for one million of busi- 
ness qualifying him for Life Member- 
ship in the Million Dollar Round Table. 

The agency is giving Mr. Oliner a 
dinner at Kal’s Restaurant, Nutley, 
N. J., on February 8, among the guests 
being Nutley’s Mayor Harry Cheno- 


weth, Ralph Heinzen, editor of The 
Nutley Sun and Charles R. Howell, 


Commissioner of Banking and Insurance 
who 
scroll. 


will present Mr. Oliner with a 


General American’s Field Conference 


St. Louis—General American Life re- 
cently held its largest conference on 
agency management for general agents 
and district managers. Agency Vice 
President Frank Vesser presided and 
President Sidney W. Souers set the 
theme for the conference. 

“This company is an agency-minded 
company,” he said. “By this I mean 
that strong emphasis is placed not only 
on sales, but on the relationship be- 
tween sales representatives and the com- 
pany.” Participating in the sessions were: 
Vice President Vesser, R. H. Bennett, 
field vice president; and C. H. Lane, 
superintendent of agencies. 

The meeting began with emphasis on 
recruiting “quality men to do a quality 
job,” as outlined by Eugene B. Boisau- 
bin, director of agencies, Eastern divi- 
sion. O. J. Burian, vice president and 
actuary, analyzed persistency on business 
for 1954, 1955, and 1956, explaining 
reasons for the industry-wide drop in 
persistency, and controls that will in- 
crease persistency. 


Richman On Promotion Materials 


Afternoon meetings covered agency 
financing, how selection and recruiting 
controls financing and how training gov- 
erns the results, and sales promotion 
material and plans for 1958. Stanley M. 
Richman, vice president, public. rela- 
tions division, outlined advertising plans 
for national magazines, and described 
special promotion materials, and details 
of an upcoming “Look Forward Sales 
Campaign.” 

The third morning was devoted to 
detailed explanations of how to properly 
use and sell the General American Life 
Funded and Split Dollar Plans, along 
with deferred compensation, and simple 


programming. Boisaubin and Charles E. 
Fritsche, director of agency training, 
led the discussions. 

Then came a joint meeting of general 
agents and managers and company 
Group representatives at which the two 
divisions received copies and an ex- 
planation of the Agency Division-Group 
Division Standard Operating Procedure 
Manual, along with a presentation of the 
Group Division’s objectives, merchandis- 
ing, and sales plans for 1958. The joint 
meeting was under the leadership of 
Winburne M. Paris, vice president in 
charge of the Group division; L. Wayne 
Kauble, Group field vice president; and 
Superintendent of Agencies Lane. 

The meeting also covered analysis of 
the General American Life “Lifetime Se- 
curity Franchise” contracts for agents, 


including their special benefits and 
values to the individual. 
The annual President’s Dinner was 


held at the Starlight Roof of the Hotel 
Chase. President Souers presented the 
company’s eight top awards to the out- 
standing individual agents and general 
agencies of 1957. 

The final day of the conference was 
devoted to separate meetings of the 
general agents and the district man- 
agers in which their contracts were ex- 
amined and evaluated. The conference 
concluded with a thorough discussion of 
the General American Life multiple 
agency operation as it affects a general 
agency and the district agencies under 
its wing—what type of man is best 
suited for district manager responsibil- 
ity, the actual results of multiple agen- 
cies’ operations, the functions and du- 
ties of agency staff members, and the 
company’s plans to expand this method 
of agency operation. 





North America Life Names 
4 Service Office Managers 


Philadelphia—Life Insurance Co. of 
North America opened four new serv- 
ice offices January 21, bringing to 17 
the number of offices opened by the new 
life company in the past four months 
it was announced by Leland T. Wag- 
goner, agency vice-president. 

Offices and their managers are as 
follows: Harry L. Richardson, Jr., 1308 
Peachtree Street, N.E., Atlanta; Edward 
W. Bird, 2501 Grand Avenue, Des 
Moines (servicing Iowa and Nebraska) : 
Collis I. Roundy, Jr., 621 South Virgil 
Avenue, Los Angeles; and Everett Hol- 
brook, 467 E. Third South Street, Salt 
Lake City. 

A graduate of the University of 
Georgia and a Chartered Life Under- 
writer, Mr. Richardson served as broker- 
age manager for New York Life and 
Occidental of California, and as agent 
for National Life of Vermont in Atlanta 
before joining North America. During 
World War II, he served as a Navy 
lieutenant in the Pacific Theater. He is 
a member of the Atlanta chapter of 
CLU, the Chamber of Commerce, and 
Estate Planning Council. 

Mr. Bird came to INA from Aetna 
Life for whom he served as agent and 
district manager in Des Moines from 
1954 to June, 1957, and most recently as 
agency supervisor in Los Angeles. Be- 
fore entering the insurance business he 
worked with the Veterans Administra- 
tion in Des Moines. He served as a 
colonel of infantry in the North African 
and European campaigns during World 
War II.. He is a member of Life Man- 
agement Association and Life Under- 
writers Association. 

Mr. Roundy is a graduate of Occi- 
dental College, Los Angeles, and served 
as manager in Los Angeles for Security- 
Connecticut Life before joining North 
America. An Army Air Force major 
during World War II, he was awarded 
the Air Medal for service in the Pacific 
Theater. 

Mr. Holbrook is a native of Bountiful, 
Utah, and attended University of Utah. 
Formerly an agent for The Travelers, 
he is a director and past president of 
the Bonneville Kiwanis Club. 





Warshawsky Peigsiin Leads 


David Warshawsky of L, H. Feder 
& Associates, Cleveland, has been 
named Lincoln National’s “agent of 
the year” for third consecutive time. 


He personally sold $3,450,000 of life 
insurance last year. For 16 years he has 
been a meinber of MDRT 


Bankers National Life 
Names Brudno & Bailey 


Bankers National Life of Montclair, 
N. J, has appointed Brudno & Bailey, 
Inc., Financial Services Division, of 
Westfield, N. J., to handle its advertising 
and sales promotion. A trade press cam- 
paign will start in February with a gold 
foil insert. 


New BMA Contract 


Business Men’s Assurance has an- 
nounced the development of a new “Pre- 
ferred Paid at 90” life contract. This 
new executive contract, issued in 
amounts of $25,000 or more, is being 
made available to replace the preferred 
whole life form. The contract is issued 
from ages 10 to 70, inclusive, and the 

maximum amount issued is $100,000. 

One of the desirable features of the 
new “Preferred Paid at 90” contract is 
the higher cash values in early years. 











On Judicial Commission 
Governor Blair of Missouri has ap- 
pointed Sidney Salomon, Jr., prominent 
life insurance agent, St. Louis, as a mem- 
ber of Appellate Judicial Commission 
under Missouri non-partisan court plan. 





BANKERS LIFE SUPERVISOR 

Alvin K. Hottle has been named super- 
visor of the Portland, Ore. Group office 
of Bankers Life of Des Moines. He will 
be associated with Phil Berthiaume, re- 
gional Group manager in Portland. Prior 
to joining Bankers Life, Mr. Hottle 
served two years as purchasing agent for 
a feed manufacturing company in the 
Pacific Northwest. An Army veteran, he 
attended Oregon State College, major- 
ing in general business. 








HEARD On The WAY 








Chicago Asscciation of Life Under- 
writers, Inc., has endorsed William E, 
North as candidate for secretary of Na- 
tional Assocition of Life Underwriters, 
General of Northern Illinois 


manager 





Stuart-Rodgers Studio 
WILLIAM E. NORTH 


branch of New York Life, Mr. North 
has had many industry posts. They in- 
clude helping local associations organize 
committees on national health and wel- 
fare. He has been president of Illinois 
State Association of Life Underwriters, 
and of Chicago Life Managers Associa- 
tion, and has been on board of the Chi- 
cago association. Before entering life in- 
surance he was manager of chambers of 
commerce in two Oregon cities and was 
president of the State Association of 
Commercial Secretaries. 


The Feustel-Berglas agency, Los An- 
geles, Lincoln National Life, won the 
company’s President’s Trophy for 195/, 
and it was presented to the agency by 
President Walter O. Menge at a dinner 
in that city. The award was_ because 
the agency led the entire country for 
Lincoln National in paid production for 
new agents appointed during 1957. The 
agency stood No. 2 on a country-wide 
basis for over-all paid for production. 
Leading agent for paid production was 
Frank M. Iwasaki who again qualified 
for Million Dollar Round Table. The 
agency’s “Man of the Year Award” went 
to Mitchell L. Brenner. 


Mrs. William A. Earls of Cincinnati, 
who died this month at the age of 82 
was oldest member of one of the most 
noted families in insurance. When seated 
at head of a dinner table frequently as 
many as 12 members of the family sur- 
rounded her. Father of Mrs. William A 
Earls was Thomas E. Gallagher, who 
for a long period was manager of the 
Western department of Aetna (Fire) 
and was the greatest wit in insurance. 
Mrs. Earls brother, Vincent L. Gallagher, 
retired last year as U. S. manager 0 
Pearl Assurance. Her husband, William 
A. Earls, is president of Earls-Blain Co. 
a Cincinnati agency representing promi- 
nent fire and casualty companies. Their 
three sons are William T. Earls, Gindlt- 
nati general agent of Mutual Benefit 
Life; Thomas W. and John V. Earls 
general agents, Manhattan Life. A num- 
ber of grandchildren survive. 

A woman.of great charm, understand- 
ing and intelligence, the friends of Mrs. 
William A. Earls were legion. 


Uncle Francis 
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Geo. Cushman Joins M. L. 
Camps Agency, N. Y. 


IS IN CHARGE OF TRAINING 





Formerly with Mutual of New York’s 
Durning Agency; Started Career 
With Phoenix Mutual Life 


George Cushman, who has a_back- 
ground of life insurance selling and 
training, recently joined the M. L. 


Camps Agency of John Hancock Mutual 
Life in midtown New York as assistant 





GEORGE CUSHMAN, JR. 


to the general agent. He will be in 
charge of training. 

Mr. Cushman’s insurance career started 
in November, 1946, with the Phoenix 
Mutual Life as an agent after three 
years of military service and prior ex- 
perience in the United States Depart- 
ment of Agriculture. 

In May, 1947 he joined Mutual of New 
York in the Ronald B. Durning Agency, 
New York, as office manager. He also 
did programming with that agency for 
some years until June, 1956 when he 
became director of training. In this 
capacity he handled the adminstration 
and coordination of recruiting, testing, 
processing and training of men in all 
stages of their careers in life, A. & S., 
Group and pension fields. 

Mr. Cushman’s_ educational back- 
ground includes attendance for three 
years at Cornell University’s College of 
Agriculture. He majored in marketing 
and economics. 


Mrs. Wm. J. Tully Dies 


Mrs. Clara Houghton Tully, 87, widow 
of the late Senator William J. Tully, 
who was general counsel of Metropolitan 
Life and had been a member of the 
Armstrong Committee of New York 
legislature which investigated life insur- 
ance, died recently in her apartment 
at Savoy-Plaza Hotel, New York 
City. Daughter of the late Amory 
Houghton, founder of Corning Glass 
Works, she was a sister of Alanson B. 
Houghton who was Ambassador to Great 
Britain. Her nephew, Amory Houghton, 
is American Ambassador to France. 





Elect Amdursky Chairman 

Officers elected by the insurance law 
section of New York State Bar Associa- 
tion on January 30 were Leonard H. 
Amdursky, Oswego, N. Y., chairman; 
Harry J. McCallion, New York City, vice 
chairman; W. Clyde O’Brien, Rochester, 

Y., secretary. Mr. McCallion is with 
legal department of New York Life. 
_Changes in the by-laws of the associa- 
tion were voted. 


Franklin Life Appoints 
Schlangen In Florida 


Robert A. Schlangen has been ap- 
pointed general agent in Winter Park, 
Florida for Franklin Life, Springfield, 
Ill., according to an announcement by 
Ralph L. Colby, regional manager. 

A prominent businessman of Spring- 
field, Ill, Mr. Schlangen was president 
of the Paul Steele Lumber Co., vice 
president of the Atlas Transit Mix Co. 
and vice president of Allied Builders 


Supply. Through long acquaintance 
with Franklin Life officials he became 
interested in the life insurance business, 
and retired from his various building 
material enterprises to become associ- 
ated with the Franklin in Florida. 





G. O. Panzer Joins Franklin 


George O. Panzer has been appointed 
area manager in Fremont, Neb. for the 
Franklin Life. He was formerly associ- 
ated with the Farm Bureau Insurance 
Co. and Iowa Life. He served as gen- 
eral agent in Burt County (Neb.) for 
seven years, and for the past two years 
as agency manager in Fremont. 





CASE 


SPECIALISTS 





TOUGH _ Bernarp A. HAAS AGENCY 


Manhattan Life 


60 East 42nd Street 
New York 17, N. Y. 


Murray Hill 2-3964 





Prudential Names Saler 
Ordinary Agencies Director 


Appointment of Bruce H. Saler as a 
director of Ordinary agencies of The 
Prudential has been announced by Har- 
old E. Dow, vice president in charge 
of northeastern operations. He will work 
from the home office in Newark until 
summer, when Prudential’s northeastern 
home office moves into the American 
Mutual Liability Building in Boston. 

Mr. Saler joined Prudential in 1951 
as a special agent in Pittsburgh 
since then has held several sales and 
supervisory positions. He has been as- 


sociated with the New York State area 
as training consultant and regional su- 
pervisor for the past two years. He is a 
World War II veteran. 


and 








se sina 





$185 Million 





Announcing — 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


GENERAL AGENTS WANTED ... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


in Force in Less Than 5 Years 


Mother Age 30-$1,000. 















































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy Benefit |Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 

















ALL GUARANTEES 


(a) Guaranteed Permanent Increasing 


teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 


in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 








Write or wire: LEO SEXTON, Agency Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fla. 
JAMES G. RANNI, PRESIDENT 


Protection for 20 Years; (b) Guaran- 














HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS ‘OMAHA 








Equitable of Ia. Director 





DAVID M. 


KENNEDY 


Equitable Life of Iowa has elected 
David M. Kennedy, president of Con- 
tinental Illinois National Bank & Trust 
Co., Chicago, a director of the company 

F. W. Hubbell, president of Equitable 
Life of Iowa, reported assets increased 
$24,924,007 to $608,056,408 at the end of 
the year. Surplus was increased by $1,- 
926,704, the total, together with capital, 
amounting to $30,136,097. 

New life insurance paid for during 
1957 amounted to $166,216,320, a gain 
of 9.9% over the year of 1956, and the 
largest annual production in the history 
of the company. Life insurance in force 
increased to $1,570,397,677 at the end of 
the year, a record high. 

Payments to policyholders and bene- 
ficiaries amounted to $39,360,708 during 
the vear, almost three-fourths of which 
Mr. Hubbell pointed out, was paid to 
living policyholders. 


U. S. Life Names Agencies 
In Minneapolis, St. Paul 


United States Life has appointed 
Chuck Murphy Co., Minneapolis, and 
Cathcart & Maxfield, Inc., St. Paul, as 
general agencies 

Entering the insurance field in 1918 
with his brothers, Charles Murphy has 
spent the past 40 years in the business. 
Today the Murphy Co. is one of the 
oldest and largest general lines agencies 
in ‘Minneapolis, writing general pre- 
miums of over $2% million a year. The 


agency makes a specialty of writing 
various coverages for over-the-road 
truckers. 


Principal of Cathcart & Maxfield, Inc., 
is James D. Anderson, who has been in 
the life insurance business since 1939. 
During his insurance career he was a 
producer for Bankers Life, National of 
Vermont, Occidental and American be- 
fore heading Cathcart & Maxfield. 
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SPRING CLEAN-UP CAMPAIGNS 
HELP REDUCE FIRE LOSSES 


While tomorrow is February 1, just 
about mid-winter, nevertheless it is not 
too early to plan for Spring Clean-Up 
campaigns in cities, towns and villages 
throughout the country. For many years 
the National Board of Fire Underwriters 
has encouraged this movement, stressing 
the need for repairing and thoroughly 
cleaning homes and places of business. 
The reason is that accumulated litter 
and waste furnish readily burnable fuel 
for fires. This year particularly agents 
and brokers are urged to support this 
annual campaign. Clean-Up drives help 
to reduce fire losses, which attained 
record high totals in 1957. If the fire 
loss total drops then insurance costs can 
Homeowners stand _ to 
benefit twice by getting rid of fire 
hazards—they reduce chances for fire 
losses and boost likelihood of obtaining 
reduced insurance rates. 


come down. 


According to the National Board, fire 
strikes an average of 800 homes every 
day, or about 300,000 every year. To 
cut that total Spring Clean-Up time is, 
therefore an ideal opportunity to inspect 
homes from cellar to attic, getting rid 
of those things that lead to fire. 


Cooperative efforts to give communi- 
ties a 
nually were first undertaken many years 
ago. A teacher, Miss Bertha 
Chapman of Cleveland, Ohio, who is still 
living, is credited with undertaking one 
first campaigns nearly a_ half 
century ago. The first campaigns were 
a day long and devoted to ridding homes 
and yards of rubbish and waste that had 
accumulated during Winter months, and 
possibly for years prior to the first in- 


thorough cleaning at least an- 


school 


of the 


spection. Later campaigns with the same 
cbjectives were spread over a period of a 
week or longer. 


In more recent years the movement 
has spread so rapidly that 
every community has a Spring campaign, 
some repeating the effort in October, 
Prevention Week. Many 


practically 


during Fire 


places, according to the NBFU, make 
a continuing campaign the year round. 
These campaigns do much more than 





promote fire safety and help reduce in- 
surance costs. They help foster better 
community spirit by getting cleaner 
streets, by beautifying homes, by having 
public buildings renovated and vacant 
grounds improved. In this worthwhile 
undertaking the local agent or broker 
can play a leading part, with prestige 
and profit both to himself and his com- 
munity. 

The National Board announces that 
three films are available for Clean-Up 
drives for general showings and TV 
broadcasts. These include “Before 
They Happen,” dealing with the life of 
a municipal fire prevention bureau in- 
spector; “Crimes of Carelessness,” de- 
picting the high loss of life and property 
from fire, and “The Torch,” a humorous 
color cartoon showing there is a_ bit 
of human carelessness in everyone, The 
first film runs 14% minutes and the 
other two 10 minutes each. Films are 
available through the Bureau of Com- 
munication Research, 13 East 37th St., 
New York City. 





FEWER ACCIDENTAL DEATHS 

Although 94,000 lives in the United 
States were taken by accidents in 1957 
the number was fewer than in 1956, the 
first annual reduction in three years. 
Motor accidents, says Statistical Bulle- 
tin of Metropolitan Life, accounted for 
38,500 accidental deaths last year. Fatal 
injuries sustained about the home 
showed a reduction of 500 over the year 
1956, but public accidents other than 
those involving motor vehicles increased. 
Catastrophies—accidents in which five or 
more persons were killed—accounted for 
nearly 1,700 deaths last year. Hurri- 
canes on Louisiana coast and in eastern 
Texas veering northward were respon- 
sible for the increase. 








Earl K. Dandy of West Springfield, 
Mass., who became associated with the 
insurance and real estate firm of Speed 
and Hegeman in 1956, has been named 
a partner. The firm name is_ being 
changed to Speed, Hegeman and Dandy. 
He had previously been associated with 
the Carlisle Hardware Co., Bausch Ma- 
chine Tool Co. and General Electric Co. 
in Schenectady, N. Y. He is a graduate 
of the Bay Path Business College in 
Springfield. 





ALFRED C. SINN 


Alfred C. Sinn, prominent insurance 
agent in Clifton, N. J., and a director 
and executive vice president of Ex- 
celsior Insurance Company of Syracuse, 
N. Y., has been elected a director of 
the Passaic - Clifton National Bank & 
Trust Co. He is also president and di- 
rector of Clifton Savings & Loan As- 
sociation. President of*the Alfred C. 
Sinn, Inc. agency, Mr. Sinn has long 
been active in insurance and civic af- 
fairs. He is past president of the Pas- 
saic County Association of Insurance 
Agents, the New Jersey Association and 
the Passaic Chamber of Commerce. Mr. 
Sinn is a member of the Upper Mont- 
clair Country Club, North Jersey Coun- 
try Club and the Passaic City Club. 

x * x 

Gilbert F. Coan of Brevard, N. C., 
now with The Travelers, was a profes- 
sional baseball player. From 1946 to 1953 
he played with Washington Senators, 
then for two seasons with Baltimore 
Orioles, and in 1955 went to Chicago 
White Sox. His last season as a_ ball 
player was with the New York Giants. 
Mr. Coan started with Travelers selling 
property lines, but soon was writing 
multiple lines. 

x x 





Chester O. Fischer (left) and 
Charles H. Schaaff. 


Charles H. Schaaff, CLU, executive 
vice president, Massachusetts Mutual 
Life, is shown above presenting Chester 
O. Fischer, retired vice president, with a 
hand illuminated “ resolution of appreci- 





LYNDES B. 


STONE 


Lyndes B. Stone, executive vice presi- 
dent of the Phoenix Mutual Life, has 
been nominated to the Phoenix of Hart- 
ford board of directors. The nomination 
is subject to stockholders’ election at 
the annual meeting February 27. Mr. 
Stone is a native of Billings, Mont. and 
a graduate of the University of Kansas, 
Phi Beta Kappa. He received his LL.B. 
from Yale Law School in 1930 and first 
practiced in Tulsa, Okla. He joined the 
legal department of Phoenix Mutual in 
1931 and was named head of the mort- 
rage loan division in 1936. Appointed 
second vice president in 1950, he was 
advanced to vice president in 1954 and 
executive vice president and director in 
1956. 

* * * 

E. Hurlimann, chairman of the board, 
Swiss Reinsurance Co. of Zurich, an- 
nounces that E. Froelich, general man- 
ager of the company and PI. Pessina, 
manager, retired on December 31, 1957. 
Mr. Froelich has been general manager 
since 1944. Said Mr. Hurlimann: “He 
has concerned himself especially with 
our overseas business. In this sphere 
his activities have contributed in large 
measure to the present position of our 
company in these territories.” Mr. 
Hurlimann also said that Mr. Pessina 
has rendered great service to the com- 
pany. “We propose to call upon him 
for special tasks during the next two 
years,” he said. 

+ * 

Wesley S. Bagby, comptroller of Pa- 
cific Mutual Life, Los Angeles, has been 
elected chairman of the Los Angeles 
County branch of the American Cancer 
Society’s annual fund-raising drive April 
1-30. Mr. Bagby succeeds Joseph Close, 
who remains in an advisory capacity. 


x * x 
Howard M. Mulert, vice president of 
the Justus Mulert Insurance Co. of 


Pittsburgh, has been elected a director 
of the Pittsburgh Association of Insur- 
ance Agents. He is also chairman of 
the committee coordinating the adver- 
tising and publicity campaign of the 
Pittsburgh agents with the national ad- 
vertising campaign being sponsored by 
the National Association. 





ation” from the board of trustees of the 
American College of Life Underwriters. 
Mr. Fischer is retiring from the Amer- 
ican College. board and the resolution 
paid tribute to his years of service as 
a trustee of the college. The testimonial 
was signed by Dr. Davis W. Gregg and 
Julian S. Myrick, president and chatr- 
man respectively. of the board of the 
American College. 
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British Companies’ Top Executives Become Officers or Committeemen 


of Insurance Educational Institute 


The large and continuous interest 
taken by British top echelon executives 
in insurance education is demonstrated 
by the three-column picture printed on 
this page. The photograph was taken 
in London last year on the occasion of 
the 60th anniversary of the Chartered 
Insurance Institute, leading insurance 
educational body in Britain, president of 
which is Rupert S. Thorp, deputy gen- 
eral manager of Prudential Assurance 
Co. of Great Britain. Many of the per- 
sonalities in the picture have served as 
presidents of CII. 

This Institute was organized in rec- 
ognition of the fact that insurance is 
one of the most complex businesses in 
the world and young employes of insur- 
ance companies could then obtain ade- 
the business only 
their daily 


quate knowledge of 
through performance of 
duties. 

Chartered Insurance Institute occupies 
an impressive building located near the 
insurance and financial district of Lon- 
Numerous buildings in its environ 
were bombed by the Germans during 
the War, but by a miracle CII’s struc- 
ture escaped without being hit. In the 
building, exceptionally well equipped, are 
lecture halls, meeting rooms and a large 


don, 


library. 

Affiliated with CIT are many _ local 
institutes throughout Great Britain and 
Ireland in addition to which there are 
local institutes which have been organ- 
ized in many parts of the world, includ- 
ing South Africa, Australia and India. 
On the occasion of the 60th anniver- 
sary CII published its historys which was 
written by H. A. L. Cockerell, its secre- 
tary. 

Nearly all American insurance men 
who visit London manage to find time 
to make at least one visit to the CII 
building where they meet its executive 
staff officers and obtain a good idea of 
its activities. Frequently, it is puzzling 
to such visitors that New York City, 
now the financial center of the world 
and locale of a world insurance district 
of great magnitude, many of the compa- 
tes in the district operating interna- 
tionally, has no building of a CII type 
to house the Insurance Society of New 
York with its School of Insurance un- 
der whose auspices lectures on insurance 
and related subjects are given by more 
than 100 experts. It is necessary now 
to give those lectures in assembly rooms, 
halls or private insurance company 
rooms scattered in 25 to 30 different 


locations of this city. 
Largely what has been holding back 


the construction of such a building here 
is the need of an endowment fund large 
enough to buy land and pay for con- 
struction of an adequate building. It is 
not believed that the Insurance Institute 
of America, Chartered Property and 
Casualty Underwriters (CPCU), and 
similar bodies now independent but 
closely related to Insurance Society of 
New York through its school and use 
of its library would lose independence 
if such a building were built by the 
Insurance Society of New York and its 
School of Insurance. 

Identities of insurance company per- 
sonalities in the accompanying picture 
and also the rank they held or now hold 
with CII are given herewith: 

Front Row: C. E. Keysell, general 
manager, Employers’ Liability, president, 
Insurance Institute of London; Charles 
F. Trustam, general manager, Royal- 


Travelers Insurance Co. Ads 
Emphasize Poetry 

The Travelers is putting an accent on 
poetry in its 1958 advertising campaign. 

“Are you surprised?” Harry Barsantee, 
manager, Travelers public information 
and advertising department, asked the 
field in the January number of Protec- 
tion, the company’s agency publication. 
He wouldn’t be surprised if they are, as 
poetry seems so far removed from the 
hard facts of insurance merchandising. 

“Nevertheless, your public information 
and advertising department is confident 
that this sparkling new verse campaign 
will be the most successful advertising 
series in its history,” he writes. “Poetry 
or no, the No. 1 objective for Travelers 
advertising in 1958 is just what it has 
always been.” 

That objective, Mr. Barsantee says, 
“is to earn a healthy share of your pros- 
pect’s mind, to condition him in your 
favor, to soften your sales job. You don’t 
have to be a specialist in communications 
to know that you can’t influence a reader 
until you get him to read your message. 
And where insurance advertising is con- 
cerned, this is no cinch.” 

The Travelers believes its ads, which 
will provide a factor of “audience par- 
ticipation,” will be widely read. Writes 
Mr. Barsantee: “The jingle style, the 
pace of the meter and the rhyme provide 
built-in reader appeal.” 

Illustrations by Roy McKie will in- 
tensify the pleasant purposeful verse. 
His style is light and humorous. Each 
1958 ad will be an ad for all Travelers 
lines and each will promote the agent 
and his services. 

Media of magazines of national cir- 
culation to be used in 1958 advertising 
are Saturday Evening Post, Life, Time, 
Newsweek, Parents, Fortune, Business 
Week, U. S. News and World Reports, 
Nation’s Business and Harvard Business 
Review. For the business insurance cov- 
erages the company has added The Wall 
Street Journal with its audience in key 
business positions. The company is also 
advertising in special trade publications 
including Engineering News - Record, 
Construction Methods and Equipment, 
and insurance periodicals. 





Sir Walter Barrie 
Sir Walter Barrie, the only insurance 
man who received a knighthood in the 
1958 ‘New Year’s Honors List of Queen 
Elizabeth, is chairman of Lloyd’s, 





Douglas Glass 


SIR WALTER BARRIE 


Son of the Rt, Hon. Barrie, who was 
member of Parliament for North Lon- 
donderry 1906-22, Sir Walter was edu- 
cated at Colerine, (Londonderry,) Mer- 
chiston Castle, (Edinburgh,) and Gon- 
ville and Caius College, (Cambridge.) 
From the latter college he was graduated 
as a Master of Arts. 

In 1926 Sir Walter became a member 
of Lloyd’s. A marine underwriter he is 
now in his third four-year term of office 
as a member of the committee of 
Lloyd’s, having been deputy chairman 
in 1951 and 1952 and chairman in 1953, 
1954 and 1957. 

Since 1949 he has been on committee 
of management of Lloyd’s Register of 
Shipping. He is also a member of the 

(Continued on Page 21) 





Globe Group, CII president 1953-54; 
Sir Edward Ferguson, deputy chairman 
and managing director, Phoenix, CII 
president 1948-49; F. R. Norton, general 
manager, Guardian, deputy president, 
CII; Mr. Thorp; K. Greening, man- 
aging director, Beacon, and immediate 
past president of CII; C. E. Golding, 
chairman, C. E. Golding & Co., insur- 
ance brokers at Lloyd’s, president CII 
1946-47; E. C. T. Carden, general man- 
ager, Alliance Assurance, CII president, 
1950-51; H. Roth, general manager, 
Eagle Star, CII president, 1952-53. 
Middle Row: H. A. V. Ev>rstt, assist- 
ant manager, Employers’ Liability; H. 





A. L. Cockerall, secretary, CII; William 
William Penney, vice president, CII; 
H. T. Silversides, joint general manager, 
Yorkshire, president CII 1955-56; W. A 
Copeman, overseas accident manager, 
Norwich Union Fire, president CII 1951- 
52; G. W. Bridge, general manager, Le- 
gal & General, president CII 1954-55; 
Sir John Makins, general manager, Com- 
mercial Union; W. A. Jackson, home fire 
manager, Royal Exchange; K. K. 
Weatherhead, general manager and actu- 
ary, Scottish Mutual Assurance; D. J. 
> epee manager, Phoenix, treasurer 

Back Row: W. H. Stafford, secretary, 





ee A 
Baker, investment manager, London As- 
surance, chairman Insurance Institute of 


Insurance Institute of London; 


London 1957 Conference Committees; 
A. G. M. Batt2n, assistant general man- 
ager, Alliance Assurance Co.; C. S. 
Johnson, retired assistant general man- 
ager, Legal & General; Sir William P. 
Elderton, vice president, Equitable Life 
Assurance Society, president CII 1942- 
43; R. G. Glenn, secretary and invest- 
ment manager, National Mutual Life; 
G. A. J. Druce, overseas manager, Eagle 
Star; W. A. Dinsdale, CII director of 
education; W. P. Kempsz:ll, assistant 
secretary, CII. 
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Demonstration Fires 

At Memphis Conference 
WILL TEST CONTROL METHODS 
February 18-21 Gathering to Hear Many 


Leading Speakers on Fire Risks; 
Plan Panel Discussions 





Big demonstrz ation fires to exhibit lat- 
est control methods of fires involving 
large frame areas will feature the 30th 
annual Fire Departixent Instructors Con- 
ference in Memphis, Tenn., February 
18-21, it is announced by Conference 
Chairman Richard E. Vernor. 

These exhibition fires in condemned 
buiidings will be staged by Memphis’ 
Fire Department, under Chief John C. 
Klinck, conference co-chairm< an, and will 
occupy one full afternoon of the four- 
day program. A panel discussion to an- 


alyze results of these demonstrations 
will follow on the final day of the con- 
ference, Mr. Vernor said. 

Among other subjects on this year’s 
conference program are use of elec- 
tronics in fire department operations, 
telephone emergency reporting systems, 
aircraft rescue and fire fighting, and 
scientific fire control planning, he said. 
One subject, aptitude tests for fire fight- 


ers, May throw some light on the live 
question of integration of municipal fire 
nd police services, the chairman com- 
mented. 

Feature Speakers 


Prominent eo | the speakers for the 
30th meeting e Percy Bugbee, general 


manage ition: al Fire Protection As- 
sociation, ee St. Louis’ Director 
of Public Safety, Joseph P. Sestric; Fire 
& Police Commissioner Claude A. 
\rmour, Memphis; Francis P. Branni- 
an, Atomic Energy Commission, Wash- 


ington, D. C.; and Hylton R. Brown, 
Bureau of Mines, U. S. Dept. of Interior, 
Washington, D. C. 

Over 2,200 persons from more than 45 
states are expected to pack Memphis’ 
municipal auditorium for this four-day 
forum on modern fire service problems, 
Mr. Vernor stated. The conference is 
sponsored jointly by the fire prevention 
department of Western Actuarial Bureau, 
Chicago, and the Memphis Fire Depart- 
ment, John C. Klinck, chief. Since its 
start 30 years ago, the conference has 
been under the continuous chairmanship 
and direction of Mr. Vernor, WAB fire 
prevention department manager. 

The conference is attended by key 
fire department executives, educators 


from colleges and universities. fire and 
plant protection engineers and_ public 
officials. 


Causes of Large Fires 


Evaluating large fire loss causes is the 
subject of Carl A. Weers, assistant chief 
engineer, National Board of Fire Under- 
writers, San Francisco, Dale K. Auk, 
Federation of Mutual Fire Insurance 
Companies, Chicago, will speak on fire 
prevention contests and their values. 

Responsibilities of plant management 

for fire protection will be outlined by 
L. M. Million, manager, Ternsted divi- 
sion of General Motors, Detroit, and 
Chief Fred W. Kemph, Chicago Fire 
Insurance Patrol, is to discuss salvage 
operation by fire departments. 
_ Several panel discussions hold interest 
for conferees. The public safety com- 
missioners of St. Louis, Memphis, De- 
troit, and Chicago will air their views 
on executive responsibility toward the 
fire problem in a panel discussion to be 
moder: ited by Commissioner Claude A. 
Armour, Memphis. 

Another panel composed of five indus- 
trial plant protection chiefs will review 
methods of building employe fire con- 
sciousness. The subject of juvenile fire 


safety education is the topic of another 


J. M. Donovan, 


panel discussion led by 





New York City Fires 
Increased in 1957 


MANY MORE TRANSIT FIRES 


Fire Prevention Efforts Generally Suc- 
cessful Cavanagh Says; More 
Street Patrols in 1958 


The number of fires in New York City 
increased in 1957 for the first time since 
1953, despite intensive fire prevention 
campaigns by the Fire Department. Fire 
Commissioner Edward F. Cavanagh, Jr., 
this week revealed there were 53,072 
fires last year, an increase of 8,561 over 
1956. There had been a steady decline 
each year from the 1953 figure of 54,392 
fires, ; 

Mr. Cavanagh said “certain adjust- 
ments” would have to be made in_ his 
department’s prevention efforts. Con- 
tending that fre prevention operations 
in 1957 were “generally satisfactory,” the 
Commissioner nevertheless admitted that 
“in some respects there was room tor 
considerable improvement.” . 

Transit System Fires 

Mr. Cavanagh expressed “grave con- 
cern” over a rise from 1,739 in 1956 to 
3,516 last year in the number of fires 
on the ties and roadbeds of the subway 
and elevated railroads under the juris- 
diction ot the Transit Authority. He 
said the authority had agreed to try to 
reduce the number of these fires in the 
future. 

The Commissioner charged that the 
extinguishing of these 3,516 fires had 

“left whole neighborhoods with reduced 
fire protection while men and equipment 
were responding to, operating at and 
returning from these nuisance fires (in 
rapid transit) that are wholly preven- 
table.” ; 

Fire prevention efforts in the city 
were stepped up by Mr. Cavanagh on a 
broad scale soon after he became Com- 
missioner in 1954. Some phases of the 
prevention program have been spectacu- 
lar. They have involved educational 
drives and assignment of additional fire- 
fighting equipment, in special campaigns, 
to those parts of the city where fires 
have been most frequent. 

In an effort to reduce the incidence 
of fires in 1958, Mr. Cavanagh announced 
that he had increased the number of 
street patrols of men and apparatus. The 
patrols wili be further augmented in the 
spring and summer, he said. 

Noting that the principal increase in 
the number ot fires in 1957 was in out- 
door fires, the Commissioner declared 
that this could be attributed in some 
measure to “the year’s extraordinary dry 
season and the unsually warm weather 
of the spring, summer and fall. ” “Ele 
argued that New York’s experience in 
this respect was similar to that of 
‘cities and towns throughout the coun- 
try.” 


“ 





Communications Counselors, Inc., New 
York City. 

Other speakers during the conference 
will include Bernard Schwartz, Antrex 
Corporation, Chicago; Paul I. Leary, 
Maryland Survey Bureau, Baltimore; 
John L, Bryan, University of Maryland, 
College Park; Joseph I. Fetters, Univer- 
sity of Illinois, Urbana; H. J. Corcoran, 
Iowa Inspection Bureau, Des Moines; 
Robert A. Young, National Board of 
Fire Underwriters, New York City; 
James C. Rogers, Mineola, New York; 
Chief Milton M. Fischer, Mitchell Air 
Force Base, New York; Merwin Bran- 
don, Underwriters Laboratories, Inc., 
New York City; George R. Layden, 
Peter Pirsch & Sons Co., Kenosha, Wis- 
consin; Fire Chief R. C. Malmquits, 
Minneapolis; and George A. Mead, Em- 
ployment Security Division, Indianapolis. 





North British Group 


Managers’ Conference 


This year’s initial meeting of the 
branch managers’ conference of the 
North British Group was held January 
27 in the board room at the group’s 
home office with W. L. Nolen, United 
States manager, and H. P. Linn, assis- 
tant U. S. manager, leading a discussion 
on branch office operations. 

In addition to the branch managers: 
C. J. Williams, Southern department; 
E. H. Miller, Philadelphia department ; 
W. Ludemann, Michigan-Ohio depart- 
ment: C. “LL. Day, Midwestern depart- 
ment; H. J. Hudson, Western depart- 
ment, and F, E. Wickard, Pacific de- 
partment, substituting for S. T. Shotwell 
who could not attend due to illness, the 
executive staff and home office depart- 
ment heads also were present. 

Additional meetings on various phases 
of group operations were held Tuesday, 
Wednesday and Thursday, with a staff 
luncheon Monday noon in the Governor’s 
Room of the Lawyers Club, New York, 
plus regular staff meeting representa- 
tives. 


Ohio Farmers Make 


Executive Promotions 


Directors of the Ohio Farmers Com- 
panies announce the following appoint- 
ments at their LeRoy, Ohio, home office: 

G. Beach, general counsel; R. B. 
Hawley, vice president and assistant cor- 
porate secretary; M. J. McVicker, sec- 
retary for fire claims; D. D. Montgom- 
ery, vice president and agency super- 
intendent; C. E. Moul, secretary for Cas- 
ualty Claims and W. W. Waters, vice 
president and Ohio field superintendent. 





Haynes President of 


American Marine Forum 
Alfred D. Haynes, Jr., was elected 
president of the American Marine In- 
surance Forum at the recent third an- 
nual meeting. Mr. Haynes, who is asso- 
ciate manager of the Hartford Fire 
Group’s New York ocean marine de- 
partment, has been treasurer and a di- 
rector of the forum, 

Other officers elected were William 
J. Maloy, Jr. vice president; John R. 
Walbridge, treasurer, and Thomas E. 
MacCormack, secret ary. Directors elect- 
ed, in addition to the above, were Harris 
Metcalf, Walter G. Perry, Anthony 
Raia, Walter T. Wells and George 
Stellwag. 

The forum has a membership of more 
than 70 men representing the under- 
writing offices of most of the companies 
writing ocean marine risks in the Ameri- 
can market. Mr. Perry, retiring presi- 
dent, presided at the meeting. 


Mass. Fire Rates Up 


Fire insurance rates on dwelling con- 
tents went up an average of 15% in 
Massachusetts last week, and corre- 
ponding increases are coming soon on 
Homeowners’ and Comprehensive Dwell- 
ing Policies. Rates on several other 
classes, including contents of sprink- 
lered risks, were increased substantially 
in new rate adjustments announced by 
the New England Fire Insurance Rating 
Assn., effective January 20. 

Dw elling building rates are not affected 
by the current rate revision, and last 
week’s promulgations did not affect ex- 
tended coverage rates. 


WM. L. SCHWEIKERT DIES 

William L. Schweikert, insurance agent 
and broker for over 35 years, died re- 
cently en route to his office in New 
York City from Maplewood, N. J. He 
was 64 years old. He was founder and 
president of the Marine Agency Corpora- 
tion. He had entered insurance in 1922. 











WALTER L. MAILLOT DIES 

Walter L. Maillot, former vice presi- 
dent of W. J. Roberts & Co., Inc., in 
New York City from 1931 to 1954, died 
this week. He had been in insurance 
over half a century when he retired. 











Justice Dept. Studies 
Rate Bureau Activities 


POSSIBLE VIOLATIONS OF LAW 


Hansen Sees McCarran Act Undermined 
By State Moves to Restrict Inde- 
pendent Action on Rates 


The antitrust aspects of rating bureau 
operations are being closely examined by 
the U. S. Justice Department, Assistant 
Attorney General Victor R. Hansen, who 
heads the Antitrust Division, last week 
told a University of Arizona program 
on insurance regulation, 

“Recently there have been attempts 
in several states, either by proposed 
legislation or by state regulation to re- 
quire complete uniformity in rates and 
policy forms,” Mr. Hansen said. “I do 
not wish to express any opinion as to 
the merits or validity of any specific 
state action. I would like to say, how- 
ever, that to the extent that the state 
imposes strict conformity upon the insur- 
ance industry and eliminates or greatly 
restricts the area for independent action 
in rates and methods of operation, to 
that extent the underlying purpose of the 
McCarran Act—which is to preserve and 
protect healthy competition in the insur- 
ance industry—becomes undermined.” 


Non-Coercive Restraints 

The Department is concerned not only 
with acts of coercion, intimidation and 
boycott by rating bureaus and_ their 
associated advisory bodies, Mr. Hansen 
stated, but also with price fixing and 
other non-coercive restraints imposed by 
the bureaus. Pointing to the “antagon- 
ism of some rating bureaus toward at- 
tempts of their members or subscribers 
to deviate from the established rates and 
to pass on to the insuring public the 
results of economies in operation,” Mr. 
Hansen said: 

“If carried too far, such conduct may 
be regarded as coercive, and thus inter- 
dicted by the antitrust laws. Examples 
of unreasonable interference with the 
right of an insurer to act independently 
in the matter of rates and rating prac- 
tices might include harassing litigation, 
collective pressure upon lenders not to 
accept the policies of deviating com- 
panies, and collective attempts to deny 
the insurer access to statistical and 
rating services generally available to 
other insurers. 

With respect to those rating bureaus 
and their advisory bodies, it should be 
noted that when an out-of-state insur- 
ance organization recommends adoption 
of rates or standardized provisions in 
insurance underwritten in a_ state in 
which they have not filed as a rating 
bureau or as an advisory body, they may 
be engaged in illegal activities, and the 
acceptance of these recommendations by 
the local rating bureau may result in 
illegal price-fixing or other unreasonable 
restraints of trade. 

Must Enforce State Legislation 

“Price-fixing and other non-coercive 
restraints imposed by rating bureaus are 
subject to the Sherman Act to the ex- 
tent that such business is not regulated 
by state law. I do not believe that an 
exemption exists for these activitites 
merely because a state has legislated, if 
it does not adequately enforce its regula- 
tions. Debates on the floor of the Senate 
reflect the Congressionz il intent with 
respect to the meaning to be attached 
to ‘regulation by state law.’” 
“Furthermore,” Mr. Hansen add-d, “state 
regulation means constitutionally valid 
regulation. With respect to some states, 
the question may be raised as to whether 
the grant of what can be considered gov- 
ernmental power to the private rating 
bureaus is so great as to be invalid on 
constitutional grounds, This question 
emphasizes the importance of superf- 
vision by the state Insurance Department 
over the activities of the private rating 
bureaus.” . 

Mr. Hansen cited as a “good example 
of effective state supervision the recent 
decision by the New York Insurance 
Department to permit filings of rate 
deviations by the North America Com- 
panies. 
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Holz Explains Insurance Dept. 
Bills In New York Legislature 


The New York Insurance Department 
has introduced into the state legislature 
at Albany numerous bills having the 
support of the Department. Accompany- 
ing each bill is a memorandum from In- 
surance Superintendent Leffert Holz 
stating why he feels passage of the 
measure is desirable. Following are sev- 
eral bills affecting fire insurance and 
producers with statements of Supt. 
Holz: 

Employment Contracts 

An act to amend the Insurance Law, in 
relation to employment contracts by 
domestic stock insurance companies, 
other than life insurers. 

“The Department recommends the ad- 
dition of a new section to the Insurance 
Law, to be Section 56-a, which would 
restrict payment of compensation for 
services, Other than payments made in 
accordance with a retirement plan or a 
profit sharing plan approved by the Su- 
perintendent of Insurance, to officers, 
directors and salaried employees of do- 
mestic stock insurers pursuant to an 
agreement, to two years duration. This 
recommendation parallels a like recom- 
mendation with respect to agreements 
for services made by domestic mutual 
insurers, other than life insurers.” 

Warranty of Motor Vehicles 

An act to amend the Insurance Law, 
in relation to doing an insurance busi- 
ness. 

“The Department proposes amend- 
ments to subsections 2 and 3 of Section 
41 of the Insurance Law, defining an 
insurance contract and doing an insur- 
ance business, so as to bring within the 
reach of the section the operations of 
corporations which, as a vocation, enter 
into contracts of warranty of motor 
vehicles for the benefit of the retail 
purchaser of the vehicle. 

“In an opinion dated eri 9, 1957, 
former Attorney Genet ral Jacob K Javits 
passed upon the question whether cor- 
porations in making such contracts of 
warranty as a vocation were doing an 
insurance business. He concluded that 
since the corporation made an inspection 
of each motor vehicle before entering 
into .the contract, the obligation was 
that of a warranty and, therefore, the 
corporation was not engaged in doing. an 
insurance business within the meaning 
of Section 41 of the Insurance Law. — 

“As a consequence of the opinion, 
there are quite a number of corporations 
engaging in this business which are 
not subject to supervision by the state, 
as are corporations doing an insurance 
business. The Department has received 
numerous complaints from purchasers of 


‘motor vehicles because of their inability 


to obtain payment of claims which are 
payable under the contracts of warranty. 
Moreover, since such corporations are 
not required to meet any prescribed 
standards of solvency, there is no assur- 
ance that those engaging in this busi- 
ness are financially able to meget their 
obligations. Because of the existing gap 
in the Insurance Law, more and more 
companies are being organized to en- 
gage in this business. 

“According to information received by 
the Department, there are at least five 
other states which have ruled that the 
operations of corporations in selling con- 
tracts of warranty constitute doing an in- 
surance business, requiring a_ license 
from the commissioner of insurance. The 
bill is designed to correct this situation.” 

Independent and Public Adjusters 
_ An act to amend the Insurance Law 
in relation to independent adjusters and 
public adjusters. 

“While Section 123 of the Insurance 
Law requires any person, firm, associa- 
tion or corporation which acts as an 
independent adjuster on behalf of an 
insurer to be licensed by the Superin- 
tendent of Insurance unless excepted 
from the licensing requirement under 
subsection 6, recent developments show 
that persons are acting as independent 





adjusters and are compensated for such 
services by insurers even though not 
licensed to act in such capacity. We 
believe that the insurers should be re- 
quired to assume the responsibility of 
seeing that persons retained by them to 
act as independent adjusters are licensed. 

“It is, therefore, proposed to amend 
subsection 4 of Section 123 to prohibit 
an insurer from making payment of 
compensation to any person, firm, asso- 
ciation or corporation for acting as an 
independent adjuster except to a li- 
censed independent adjuster or to a 
person excepted from the licensing re- 
quirement under subsection 6. This pro- 
posal follows the pattern prescribed in 
Sections 115, with respect to insurance 
agents, and 119, with respect to imsur- 
ance brokers. 

“In 1956 subsection 7 of Section 123 
was amended in order to permit a li- 
censed insurance broker to act as a 
public adjuster on behalf of an insured 
with respect to any loss involving con- 
tracts under which he was the broker 
of record in placing the insurance. This 
amendment did not prove altogether 
satisfactory, because in numerous cases 
the broker who placed the insurance no 


af accounts 


longer represented the insured at the 
time of a loss. The subsection was again 
amended in 1957 to take care of this 
situation, by adding a provision that ‘A 
broker of record is a duly licensed 
broker who has been designated to act 
for the insured in writing before a loss 
occurs.’ 
Ambiguity in Amendment 

“The 1957 amendment, however, cre- 
ated an ambiguity in so far as it applied 
to the broker who placed the insurance. 
The 1957 amendment was subject to the 
construction that such broker of record 
was required to be designated in writing 
to act for the insured before the loss 
occurred. The amendment was not in- 
tended to affect the rights of the broker 
of record who placed the insurance. 

“Tt is proposed to clarify subsection 7 
with respect to the broker of record who 
placed the insurance by providing af- 
firmatively that such broker of record 
may qualify whether or not designated 
in writing to act for the insured, and 
modifying the last sentence by making 
it clear that a broker of record is not 
limited to one who has been designated 
in writing to act for the insured before 
a loss occurs. 

“The proposed amendment will not 
create a situation where more than one 
broker may qualify under the subsection, 
for the reason that under Section 129 
a broker has no right to compensation 
for services in adjusting a loss unless 
it is based upon a written memorandum 
signed by the insured and specifying or 
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clearly defining the amount or extent 
of such compensation.” 
Revocation of License 

An act to amend the Insurance Law, 
in relation to revocation or suspension 
of an insurance agent’s, insurance brok- 
er’s and insurance adjuster’s license. 

“Subsection 1 of Section 117 of the 
Insurance Law presently authorizes the 
Superintendent of Insurance, after notice 
and hearing, to revoke or suspend the 
license of an insurance agent if he finds 
such agent untrustworthy. Subsection 9 
of Section 119 and subsection 16 of Sec- 
tion 123 similarly authorize the Super- 
intendent of Insurance to revoke or sus- 
pend the license of an insurance broker 
and adjuster, respectively, if. he finds 
such broker or adjuster untrustworthy. 
However, the Superintendent of Insur- 
ance is powerless to act against untrust- 
worthy individuals who are not Depart- 
ment licensees or sub-licensees, even 
though such individuals may own a 
major interest in the stock of a corpo- 
ration which is licensed as an insurance 
agent, insurance broker or adjuster and 
thereby control the licensee. 

“It is proposed to amend subsection 1 
of Section 117, subsection 9 of Section 
119 and subsection 16 of Section 123 of 
the Insurance Law by conferring au- 
thority upon the Superintendent of In- 
surance to revoke or suspend the license 
of an incorporated insurance agent, in- 
surance broker or adjuster if he finds, 
after notice and hearing, that a person 
or persons owning, directly or indirectly, 
a majority of the stock of the licensee 
is or are untrustworthy.” 

Proposal for Larger Cash Penalties 

An act to amend the Insurance Law, 
in relation to imposing a penalty in lieu 
of revoking or suspending a license of a 
licensee. 

“The Department proposes to amend 
Section 132 of the Insurance Law to in- 
crease the sum of the penalty which the 
Superintendent may impose upon a li- 
censee for violating the provisions of 
Article VI of the Insurance Law relating 
to the licensing of agents, brokers and 
adjusters. 

“The theory of the section is that 
there are certain offenses committed by 
a licensee which require disciplinary 
action, but, at the same time, the revo- 

cation or suspension of the license would 
be unduly severe. The suspension or 
revocation of the license of a licensee 
in many cases may be ruinous to such 
licensee, since it would cause a cessa- 
tion or interruption in the transaction 
of his insurance business which requires 
continuous service to his clients and 
would result in a loss of confidence in 
the licensee. The section was enacted 
in order that such licensee should not 
go unpunished. 

“Based upon the Department’s exper- 
ience, there are many cases where the 
imposition of a penalty is the appropriate 
form of disciplinary action to be taken, 
but, at the same time, the maximum 
sum of $500 which may be imposed by 
the Superintendent is not an adequate 
punishment. 

“There is another persuasive reason 
for increasing the amount of the penalty 
which may be imposed by this section. 
The maximum penalty which the Super- 
intendent may impose under this section 
is $500, whereas, under subsection 5 of 
Section 37-1, the Superintendent may 
impose a penalty not exceeding $2,500 
upon any trustee of any employee wel- 
fare fund subject to Article III-A or 
upon its officers, agents or employees 
for wilful failure to comply with the re- 
quirements of that article. Since a li- 
censed insurance agent or broker may be 
equally guilty of a violation of the re- 
quirements of Article III-A, such licen- 
see should be subject to payment of a 
penalty in the same amount as may be 
imposed upon a trustee of an employee 
welfare fund or upon his officers, agents 
or employees. The proposed amendment 
would harmonize the provisions of the 
two sections. 

“The Department, therefore, proposes 
in the attached bill to provide that a 
penalty may be imposed by the Super- 
intendent of a sum not exceeding $500 
for each offense and a penalty not ex- 
ceeding $2,500 in the aggregate for all 
offenses committed by the licensee.” 
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Manton, AIU, Sees Insurance Awake 
To Inflation And Inadequate Rates 


While rewards of insurance capital were 
slim in 1957 President E. G. Manton 
of American International Underwriters 
Corporation fecls that poor results always 
call forth remedies as the figures reveal 
the diseases. There is every reason, he 
holds, to believe that the process will re- 
peat itself. Writing in “Contact,” publica- 
tion of AIU, President Manton cites rea- 
sons for the “somewhat unsatisfactory 
state of affairs. These reasons are prin- 
cipally inflation and inadequate pre miums. 
Continuing he writes, in part: 


Inflation is the arch enemy, as fre- 
quently it is also the real reason why 
premiums are inadequate, It is a world- 
wide phenomenon, True, it is more pro- 
nounced in some countries than in 
others, but it would indeed be hard to 
find any country where the purchasing 
power of the currency is equal to what 
it was, say, five years ago. Plenty of 
warnings on the dangers of inflation 
have been sounded during the past few 
years, but they have largely been ignored 
as the condition has appeared comfort- 
able to the majority. 

The dangers perhaps became more 
apparent to the authorities in 1957, but 
it is by no means certain that the infla- 
tionary trend has been widely halted, 
or that the will exists to persevere with 
anti-inflationary methods when the pa- 
tient begins to complain too loudly 
about the nasty taste of the medicine. 


Prosperity Illusion Fades 


For a time the majority enjoying, or 
at least tolerating, inflation included not 
a few underwriters. After all, premium 
income increased and, even if losses and 

expenses increased faster, there was an 
illusion of prosperity from investment 
of increased reserves. The illusion de- 
cidedly faded in 1957. 

The increase in premium income lags 
behind the increase in losses and ex- 
penses for a number of reasons. Where 
premiums are calculated by application 
of a rate to an amount of insurance, 
even if the rates are not reduced, in- 
sured amounts are increased only slowly 
and usually not in proportion to the de- 
preciation of the currency. Property 
owners are always slow to recognize the 
enhanced value of their property in 
terms of depreciating currency and 
slower still to adjust the amounts of 
insurance they carry. 

Actually rates tend constantly to de- 
cline under the impact of competition. 
It seems obvious that many underwriters 
have tried to solve the problem of in- 
creased expenses by endeavoring to 
increase volume and to achieve this goal 
cffer inducements to attract business in 
the form of reduced rates. In many 
cases, this process has reached propor- 
tions which can only be described as 
absurd. Naturally, reducing rates in the 
face of inadequate sums insured only 
accentuates the gap between premium 
income, on the one hand, and losses and 
expenses, on the other. 

Not all premiums are calculated by ap- 
plication of rate to an amount of insur- 
ance. Automobile insurance for instance, 
derives the bulk of its premium income 
from a charge of so much money per 
vehicle insured, These charges are fre- 
quently calculated on the basis of past 
experience. Unless such past experience 
is modified by application of factors to 
account for increased prices, cost of 
living, accident frequency, etc., the re- 
sulting premiums are likely to be woe- 
fully inadequate. All too frequently, 
even when the past experience dictates 
an increase in premiums, the indicated 
increase is not put into effect because 
approval cannot be secured from the 
supervisory authority or because com- 
panies are fearful of adverse public re- 
action. 

Awareness Now of Problems 


All of this did not suddenly come to a 
head in 1957. In fact, the situation has 
existed for a number of years and has 
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gradually been getting worse. However, 
there seems to be a more general aware- 
ness of the seriousness of the problem 
than previously was the case. This is, 
perhaps, the one hopeful sign of the 
year. Possibly awareness of the size of 
the problem may translate itself into 
action in 1958 to arrest the downward 
slide of rates and to relate premiums 
charged for risks to the intrinsic merits 
thereof, rather than to the criterion of 
“what must I charge to secure the busi- 
ness?” which has all too often ruled 
hitherto. 

A good deal of under-cover pressure 
on rates derives from commissions of- 
fered to local companies by reinsurers. 
It is often a fact that local companies 
control preferred business in their terri- 
tories and this is at the bottom of the 
attractive commission terms offered. Un- 
fortunately, however, local companies in 
possession of such terms are frequently 
tempted to endeavor to increase their 
volume by offering high rebates. It is 
sometimes difficult indeed to see what 
reinsurers hope to gain from tactics such 
as offering commissions so high that at 
a loss ratio of 40% they lose money and 
at 30% scarcely make enough to cover 
their own expenses! 

Marine underwriters have complained 
for so many years of the inadequate 
level of rates that the repetition becomes 
monotonous. The extraordinary thing is 
that, despite the complaints, many prin- 
cipal marine companies seem to have 
made profits. For example, the leading 
3ritish companies referred to above 
recorded a satisfactory profit in their 
1956 marine accounts. It needs to be re- 
membered, however, that under the Brit- 
ish system of closing marine accounts 
at the end of the third year, the profit 
then disclosed were in respect of policy 
year 1954. Policy year 1955 will be closed 
at the end of 1957 and it remains to be 
seen whether the situation then will be 
quite so satisfactory. If one is to be- 
lieve the reports that are current, it is 
a fact that marine business generally is 
being transacted at a loss at the present 
time, 


Atomic Pools in Europe 


Considerable progress was made in 
1957 with the formulation of pools in 
various European countries to deal with 
atomic energy risks, The ideal arrange- 
ment might have been that each country 
form a pool consisting only of its own 
national insurers. In this case, the com- 
bined capacity of all pools would have 
been available on a reinsurance basis for 
handling atomic energy risks wherever 
located. Since, from the legal liability 


NYC POND MEETS FEB. 5 


Battle of National Board Will Speak 
On Work of Arson Dept.; Pension 
Plan Being Studied 

New York City Pond of the Blue 
Goose will hear Brendon P. Battle, 
supervisor of agents for the arson de- 
partment of the National Board of Fire 
Underwriters, at the dinner meeting 
Wednesday, February 5, at the Railroad 
Machinery Club in New York. Prior to 
1945 Mr. Battle was associated with the 
Federal Bureau of Investigation and the 
Office of Strategic Services. Most Loyal 
Gander William M. Whitesell, Jr., Gen- 
eral Adjustment Bureau, will preside. 

Both the Grand Nest of Blue Goose 
and New York City Pond, says Mr. 
Whitesell, are exploring the possibility 
of “creating some sort of insured pen- 
sion plan for ganders. Also under con- 
sideration is whether it would be prac- 
tical to establish within the Grand Nest, 
an employment committee to act as 
liaison between employment committees 
of the ponds as an aid in securing em- 
ployment for any ganders who may be- 
come unemployed.” 

Future pond are 
scheduled for April 9 at the Under- 

vriters Salvage Co. in New York City 
and for June 13 at the Engineers Club 
at Roslyn, Long Island. The latter is 
the annual outing and election of offi- 


meetings of the 


cers. The Garden State Pond of New 
Jersey will hold its annual St. Patrick’s 
Day dinner and dance on Saturday, 


March 15, at the Hotel Suburban in East 


Orange, N. J. Many members of New 


York City Pond attend each year. 





New Assistant Managers 
R. B. Jones & Sons, Inc. 


Appointment of five new assistant 
managers of R. B. Jones & Sons, Inc., 
Kansas City, Mo., is announced by Mor- 
ton T. Jones, managing director of the 
local insurance agency. 

The new assistant managers are: B. A 
Elwell, in charge of marine multi-line 
and life insurance departments, and for- 
merly associated with the Speed War- 
ner Insurance Agency prior to its con- 
solidation with the Jones Agency; John 
S. McBain, in charge of the casualty, 
automobile and safety engineering de- 
partments; C. K. Ulery, manager of fire 
brokerage and Lloyd’s departments; and 
C. H. Perrin, in charge of the statistical 
and accounting departments. 

D. E. Casper, also formerly with the 


Speed Warner Agency, will act in the 
same capacity, retaining his title as 
assistant vice president. 


Mr. Casper supervises the bonds and 
burglary division of the agency. 





standpoint, there is virtually no limit to 
potential claims, there is obviously no 
limit to the insurance capacity desired. 
The incident at the Windscale Plant of 
the U.K. Atomic Energy Authority cer- 
tainly demonstrated that accidents in 
this field are possible and it was for- 
tunate indeed that there was no loss of 
life and the property damage relatively 
limited. However, the pools that are 
being formed are in general open to all 
companies, national and foreign, operat- 
ing in the market concerned, and in view 
of the possibility of accumulating lia- 
bility, the insurance companies operating 
internationally are necessarily obliged to 
limit their subscriptions. 

The U. S. Pool has not yet decided 
whether and how to make its capacity 
available to risks overseas. It is to be 
hoped that this capacity will be made 
available in the interest particularly of 
U. S. contractors and suppliers of re- 
actors and nuclear energy equipment 
in general. Unless these U. S. concerns 
can readily obtain insurance with the de- 
sired substantial limits, they will cer- 
tainly be handicapped in their endeavors 
to sell in foreign markets. 


SENTENCE COONEY, DEARDEN 
Judge Says He Took Cooney’s Health in 


Consideration in Giving One-to- 
Two Years 

John R. Cooney, former president of 
the Loyalty Group in Newark, N. J., 
who was sentenced last week to a one- 
to-two-year term in the New Jersey 
state prison for embezzlement for de- 
frauding the Firemen’s of Newark of 
$222,706, was also fined $5,000 by Su- 
perior Court Judge Alexander P. Waugh, 
John E. Dearden of Philadelphia, insur- 
ance magazine publisher, got six months 
in the Essex County Penitentiary. 

Both men had pleaded no defense 
on October 21 to an indictment charging 
them with misappropriating the money 
through false bookkeeping entries in 
1952, 1953 and 1954. Sums ranging from 
$300 to $5,000 were paid out from petty 
cash during the three years, purported- 
ly for advertising. 

Concurrent prison terms of not less 
than one year and not more than two 
years were imposed by Judge Waugh 
on two of the 97 counts of the indict- 
ment against Mr. Cooney and a $1,000 
fine on each of five other counts. He 
suspended sentense on the remaining 
counts. 

Before pronouncing sentence, Judge 
Waugh said he was taking Mr. Cooney’s 
ill health into consideration. Mr. Coo- 
ney is confined to a wheel chair as a 
result of the amputation of his left leg 
several years ago. 

A court-appointed physician reported 
that the defendant suffered from im- 
paired circulation of the right leg and 
that there was evidence of heart dam- 
age caused by arteriosclerosis. In addi- 
tion, it was pointed out. Mr. Cooney 
has returned more than $300,000 to Fire- 
men’s. 

Dearden, Judge Waugh noted, did 
not benefit monetarily from the fraud. 
He described Mr. Dearden as a man 
“with a warped sense of loyalty.” In 
a pre-sentencing investigation, it was 
shown that the publisher had received 
his start with “encouragement” from 
Mr. Cooney. 





Sanborn Map Co. Booklet 
Receives Wide Approval 


Indicative of fire insurance company 
management interest in the subject of 
sound underwriting is the response re- 
ceived by Sanborn Map Company to its 
booklet, “Why Map?” Well over 1,000 
additional copies of the booklet have 
been distributed since it was __ first 
printed and initially sent to some 2,000 
insurance executives in October, accord- 
ing to Harold E. Oviatt of New York 
City, vice president of the 92-year-old 
map-making firm, Requests have been 
received from Alaska, Canada, Puerto 
Rico and England as well as the United 
States. 

The booklet presents in detail the pro's 
and con’s of “mapping” versus “carding” 
methods through verbatim reproduction 
of the report of a management commit- 
tee of a large insurance company group 
following an extensive study on the sub- 
ject. Hundreds of man-hours of insur- 
ance experts spread over more than a 
year went into the fact-finding survey, 
believed to be the most exhaustive study 
ever made on this subject. 

Copies of the booklet, which has been 
reprinted to accommodate requests still 
being received daily, may be obtained 
by writing Sanborn Map Company, 
Cedar Street, New York City. 





ELLETSON IN GRAND RAPIDS 

The Zurich-American Companies an- 
nounce transfer of Richard M. Elletson 
to their Grand Rapids, Mich. branch 
as fire special agent to assist R. N. 
Amluxen, manager. Mr. Elletson joined 
Zurich-American in Detroit as a fire an 
marine underwriter in 1956, later becom- 
ing special agent servicing agents re- 
porting to that office. Before that he 
was a fire and marine underwriter with 
the Standard Accident and Planet Group. 
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Public Relations Advisory Group 
Of National Board Annual Meeting 


Representatives of 16 organizations 
comprising the public relations advisory 
group of the National Board of Fire Un- 
derwriters, met in New York last week 
to discuss their suggestions and recom- 
mendations for advancing the relations 
of capital stock insurance with the pub- 
lic. Their hosts at the eleventh annual 
meeting were the National Board’s pub- 
lic relations committee and staff. 

This year’s meeting was held on Mon- 
day, January 20, at the Lawyers’ Club, 
115 Broadway. On Tuesday a workshop 
session of public relations staff men 
of the National Board and five regional 
associations was held for detailed dis- 
cussion of suggestions and recommenda- 
tions and review of proposals for 1958. 

At this latter session were executives 
of the Eastern Underwriters Association, 
South-Eastern Underwriters Association, 
the Texas Insurance Advisory Associa- 
tion, Board of Fire Underwriters of the 
Pacific and Western Underwriters As- 
sociation. 


Helpful Suggestions Made 


Discussion at both the advisory meet- 
ing and workshop centered on the Na- 
tional Board’s major public relations 
activities. Numerous helpful suggestions 
were offered on ways to expand and 
further develop these activities. Dis- 
cussed were such activities as the Na- 
tional Board’s three national campaigns 
(Fire Prevention Week. Holiday Safety, 
Spring Clean-Up), films. advertising, 
publicity, informational pamphlets, and 
cooperation with other organizations in 
public service work, such as the Boy 
Scout National Safety Good Turn Cam- 
paign. 

Roland H. Lange, vice president of the 
Hartford Fire and chairman of the pub- 
lic relations committee of the National 
Board, conducted the advisory group 
session and Fred W. Westervelt, man- 
ager of the public relations department 
of the National Board, conducted the 
workshop session. 

The 16 organizations and their repre- 
sentatives were: 

American Association of Managing 
General Agents, Herbert Marshall; 
Board of Fire Underwriters of the Pa- 
cific, Frank C. Colridge, secretary-man- 
ager, and Herbert H. Kirschner; East- 
ern Underwriters Association, George 
Peacock. chairman, EUA public rela- 
tions committee, F. W. Doremus, man- 
ager-secretary, and R. G. McKay, assist- 
ant manager; Factory Insurance Asso- 
ciation, R. M. Taft, assistant manager; 
General Adjustment Bureau, Inc., Allan 
Wikman, director, education and_ re- 
search; Insurance Advertising Confer- 
ence, E. V. Schenke, president; National 
Association of Casualty and Surety 
Agents, R. J. Weghorn; National Asso- 
ciation of Independent Insurance Ad- 
justers. Benjamin P. Garton. 

National Association of Insurance 
Agents, J. R. Mathews, director of pro- 
motion, and Alan H. Miller, chairman 
advertising committee; National Associa- 
tion of Insurance Brokers, Inc., C. E. 
Mathewson, Jr., chairman of public in- 
formation committee; National Automo- 
bile Underwriters Association, R. W. 
Nelson, assistant manager; South-East- 
ern Underwriters Assoctation, Harold F. 
Gee, representing public ‘relations com- 
mittee; R. M. McFarland, Jr., assistant 





HULL PHOENIX MANAGER 
Former State Agent Lester N. Hull 
has been promoted to manager of the 
Oklahoma district office for the Phoenix 
of Hartford Companies succeeding John 
Goodwin, Jr., who has resigned to 
enter the agency ranks, Mr. Hull joined 
the Phoenix in the home office and was 
transferred to Oklahoma in 1949. He 
was made special agent in 1950, and in 
1956 was promoted to state agent. 


secretary; Texas Insurance Advisory 
Association, William J. Harding, director 
of public relations; Underwriters’ Lab- 
oratories, B. Whitaker, New York; 
Western Adjustment & Inspection Com- 
pany, M. W. Whitelaw, assistant general 
manager; Western Underwriters Asso- 
ciation, Walter G. Dithmer, assistant 
manager. 


the Nation-Wide 


with filling 


Marine Interpretation 
On Conditional Sales 


The Committee on Interpretation of 
Marine Definition 
New York has issued Interpretation 114, 
station gasoline 
pumps, aboveground tanks and lifts, all 
sold under conditional 
Joseph G. Bill is executive secretary of 
the committee. 

“Inquiry: Is insurance of gasoline fill- 
ing station pumps, above-ground tanks, 
lifts and pneumatic hoists sold under 


sales contracts. 


conditional sales agreement or leased to 
the individual filling station operator- 


owners 


classifiable as inland marine in- 


surance? 
“Opinion: 


Affirmative, provided the 


in property involved remains personal prop- 


erty at 
erage 
and do 


(0) of 


all times during the term of cov- 
and the policy covers in transit 
es not extend beyond the termin- 


ation of the seller’s or lessor’s interest 
and otherwise conforms to section E. 2. 


the Definition. 


“There is no conflict between this In- 


which 


terpretation and Interpretation No. 12 


does not involve pumps subject 


to conditional sales agreements or leased 
in accordance with E. 2. (0).” 





YOU’RE LOOKING OVER 
100 MILLION SHOULDERS! 
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e THE SATURDAY EVENING POST 
e READER’S DIGEST 


e LIFE 


That’s how many readers we will reach with this month’s striking 
America Fore—Loyalty Group advertisement in these top magazines: 


e NATIONAL GEOGRAPHIC 


e TIME 


e NEWSWEEK 


The year ’round, these America Fore—Loyalty Group ads will help 
the independent agent sell and will focus public attention on his 
importance to business and the community. 





in just one policy? 





Yes sir! Our new single-pac kage 


COMPREHENSIVE HOMEOWNERS POLICY 


can safeguard your home, furnishings and personal 


property 
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surglary, liability and thirty other common 


2 your security, 
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™ how much coverage 
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Tis: do we have to take? 
ea Only as much as you want 
as : 


or need. You select the 


coverages and determine the 


nts. You can add to your 


Protection at any time, 
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now just a minute 


is this protection exper 


No! Downright 

economical! Take basic 
fire, liability and theft 
coverages and you save 


up to 30%, compared to 


the cost of the same protec 


under separate policies, 
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THE CONTINENTAL INSURANCE COMPANY 
NIAGARA FIRE INSURANCE COMPANY 


looks okay... 


there @ payment plan? 






Absolutely! You can 


ange for equal monthly, 


quarterly, semi-annual or 


ual payments of 
ir premium, 





Operator 25, 


who do | call 


to get it? 


Your local 
America Fore— Loyalty 
Group insurance agent! 
For his name, call 
Western Union by 
number—ask for 


America fore 


eee ‘S INSURANCE COMPANY OF NEWARK, N.J., AND 
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Loyalty Group & 
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Jaffe Sees Broad Market In N.Y. on 
For Tenants’ Package Policies 


scribed as the broadest coverage avail- 
able, but suitable for a very small frac- 
tion of all tenants because of its high 
cost. “Actually there is a maximum of 


The sales potential for tenants’ pack- 
age policies may be estimated to be as 
much as 50% or more of the two million 
family units who make up the tenant 
market in New York City, said Alfred I. 
Jaffe, vice president of Jaffe Agency, 
Inc.. New York insurance underwriters, 
at the regular monthly meeting of the 





ALFRED I. JAFFE 


Greater New York Insurance Brokers’ 
Association held at the Hotel Martinique 
on January 29, 

Mr. Jaffe covered the complete insur- 
ance situation for tenants including the 
package policies available. He began by 
describing the market in New York City 
and explained that for the purposes of 
his talk, he would exclude those family 
units living in old law tenements, room- 
ing houses and hotels, and confine his 
remarks to the situation of tenants able 
to buy more than minimum needs. 


Coverages for Tenants 


He first listed the types of individual 
coverages available to tenants: fire, fire 


and E.C., extra expense, theft from 
premises, theft away from _ premises, 


PPF, personal articles and liability. In 
speaking of theft from premises, he said, 
“Tenants in apartments are much more 
subject to loss than homeowners. There 
are extra keys around—particularly in 
the newer buildings—self-service ele- 
vators, and general lack of supervision 
in most buildings that allows anyone to 
enter buildings and roam halls at will.” 
He pointed out that in Manhattan prac- 
tically no neighborhood is more than five 
minutes walk from a slum or breeding 
place of criminals. 

Theft away from premises he thought 
less important. “The coverage is terribly 
expensive,” Mr. Jaffe said, “and if people 
are careful—and insure valuable items 
under a P.A.—this coverage can usually 
be dispensed with as a calculated risk.” 

The personal property floater he de- 





30,000 PPF’s in force in Manhattan,” 
he commented, “which is under 5% of 
the total possible. In the other boroughs 
it runs about 14%.” 

Mr. Jaffe pointed out that in the case 
of liability, tenants have all the personal 
exposures that owners do, plus .one 
other—fire legal. “This is a scarcely pur- 
chased cover for tenants, except as part 
of package policies,” he said, “and yet 
there are too many personal exposures 
today, and too many high judgments for 
it to be overlooked.” Extra expense he 
also considered important and pointed 
out that the cost is small. 


Package Policies 


Having gone through the individual 
coverages, Mr. Jaffe went on to the two 
package policies—Homeowner’s “B” and 
Comprehensive Dwelling policy. Choos- 
ing a few typical examples, he listed the 
coverages the assured purchased as indi- 
vidual policies and contrasted them with 
the cost and coverages available with 
a HOB and a CDP. He showed that the 
coverages were much broader under the 
package policies and the costs only 
slightly more than individual 


policies 


Rochester Agents 
Hear Thorn and Geer 


Craig Thorn, Jr., Hudson, president 
of the New York State Association of 
Insurance Agents, and Roderick L. Geer, 
Syracuse, executive secretary of the Mu- 
tual Agents Association of New York 
State, addressed a meeting of the In- 
surance Agents Association of Monroe 
County, N. Y., January 29, at Rochester, 
on the auto insurance market situation, 
and the commission problems of agents. 


Camden Gloucester Agents’ 
Banquet on February 13 


The Camden-Gloucester County Insur- 
ance Agents Association of New Jersey 
will hold its annual banquet on Febru- 
ary 13 at the Walt Whitman Hotel, 
Camden. At the January 27 meeting 
Richard Hardenbergh, president of Had- 
denbergh & Samar, Inc., a member of 
the association, spoke on the New Jersey 
Unsatisfied Judgment Fund versus com- 
pulsory auto insurance. In 1956 he was 
selected by the Camden County Junior 
Chamber of Commerce as the Young 
Man of the Year. Charles L. Skerritt 
is president of the agents’ association. 





ATLAS NAMES H. C. HARE CO. 

The Atlas Assurance Co. has named 
H. C. Hare Co., Jacksonville, Fla., as 
general agents for the entire state of 
Florida. 





with just bare minimums of protection. 

Where coverages were reasonably 
close, the packages showed a substantial 
cost saving. In his opinion, the CDP 
was more suitable for the majority of 
tenants than the HOB, since the latter 
includes off-premises theft cover, with 
its attendant higher cost factor built in. 

In conclusion Mr. Jaffe said, “Any 
tenant who can afford to buy theft insur- 
ance of some kind should have a package 
instead of individual policies. It gives to 
them, among other things, Broad Form 
(849) perils, comprehensive personal lia- 
bility, and extra expense, all of which 
are vital, and all of which are rarely 
carried on an individual basis.” 



































“I was ready with clear-cut answers to this camera dealer’s 
questions because I’d attended one of the Jaffe Agency’s forums on 
the subject a year or so ago. Result was a substantial policy delivered 


and paid for. 


“Placed it with the Jaffe office, of course. Those fellows are long 
on broker cooperation, so why shouldn’t they get all the business we 


can throw their way.” 


VISION 





JAFFE AGENCY, INC. 
INSURANCE UNDERWRITERS 

45 JOHN STREET, NEW YORK 38, N. Y. BArclay 7-8900 

Inland & Ocean Marine, Automobile, Liability, Compensation, Disability, 


Fire, Burglary, Glass, Bonds, bebe Boiler & Machinery, Excess Lines 











In our 53rd year 


JOSEPH 
GOLUB 
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INSURANCE 
UNDERWRITERS 


130 WILLIAM ST., NEW YORK 38 
BEekman 3-5650 


Serving Our Brokers for 
over Half a Century 























J. & H. EXPANDS IN CHINA 





Consolidation of Business of Johnson & 
Higgins, Canada, and Dupuis, 
Parizeau, Tremblay Ltd. 

Elmer L. Jefferson, president of John- 
son & Higgins, New York, insurance 
brokers, announces further expansion of 
the company in the international field 
by consolidation of the businesses of 
Johnson & Higgins (Canada) Limited 
and Dupuis, Parizeau, Tremblay, Ltd. 
of Montreal. 

The latter company is widely known 
in Quebec as one of the leading insur- 
ance brokerage houses specializing in 
handling large industrial and commercial 
clients. Through the business it controls, 
Dupuis, Parizeau, Tremblay Ltd. traces 
its history back to 1860. This affiliation 
thus brings together two of the oldest 
insurance brokerage firms on this con- 
tinent. Johnson & Higgins was estab- 
lished in 1845. 

Charles J. Dupuis and Paul E. Trem- 
blay, principals of the Montreal firm, will 
continue actively in the business and 
have been elected vice presidents ot 
Johnson & Higgins (Canada) Limited. 
Operation of the Montreal office of 
Johnson & Higgins (Canada) Limited 
began in 1906 and will continue as here- 
tofore. Other offices of this company are 
maintained in Toronto, Winnipeg, and 
Vancouver. 





Mutual Agents to Meet 
In Houston and Detroit 


The convention committee for the Na- 
tional Association of Mutual Insurance 
Agents has chosen Houston, Texas, and 
Detroit, as sites for its national meetings 
in 1961, according to President Claude 
P. Coates of Fort Worth, Texas. 

Chosen for the mid-year _ session, 
scheduled for March 27-29, is the Sham- 
rock Hotel in Houston. For the annual 
convention, October 16-18, the committee 
selected the Sheraton-Cadillac Hotel in 
Detroit. 

A previous committee has already 
chosen the Flamingo Hotel in Las Vegas 
as the mid-year NAMIA meeting place 
for 1960 and the Statler Hotel in the 
nation’s capital as the site of the an- 
nual convention October 22-27, 1960. The 
committee which chose Detroit and 
Houston for the 1961 dates was com- 
posed of Henry D. Bean of Haddon- 
field, N. J., executive vice president of 
NAMIA; C. M. Boteler of Washington, 
D. C.,, and Hugh H. Murray, Jr. of Ral- 
eigh, N. C., the latter two past pres!- 
dents of the national group. 
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Goodwin Returns to 
Security Companies 


JOINED THE GROUP BIN 1920 





Left Last Year as Vice President Due 
to Series of Management Changes; 


Well Known in Fire Field 





Return of Ernest V. Goodwin to the 
Security-Connecticut Insurance Com- 
panies is announced by E, Clayton 
Gengras, president. Mr. Goodwin orig- 


inally joined the Security Group in 1920. 
During his 37 years with the Security 
Mr. Goodwin rose from fire underwriter 
through the managerial ranks to vice 





ERNEST V. GOODWIN 
president in charge of underwriting. He 
Was active in integration of the com- 
panies and formation of the Security- 
Connecticut Life. 

Upon his return to his underwriting 
duties, Mr. Goodwin expressed confid- 
ence that Security will be an even 
stronger company and a more potent 
force in the industry than it has been 
in the past. He is well known in insur- 
ance circles and has represented the 
companies on a number of industry or- 
ganizations, among them the Eastern 
Underwriting Association, the Southeast- 
ern Underwriters Association, the West- 
ern Underwriters Association, the Texas 
Insurance Advisory Association, and 
MPIRO, the forerunner of the current 
Multi-Peril Insurance Conference. He 
has served on the governing boards of 
several state rating bodies and was chair- 
man of the executive committee of the 
General Cover Underwriters Association 
during 1954 and 1955. 

A native of Norwalk, Connecticut, Mr. 
Goodwin is a graduate of the Insur- 
ance Institute of America. 





McShane Vice President 
Of Jos. M. Byrne Co. 


John B. McShane has been appointed 
a vice president of the Jos. M. Byrne 
Co, and will be in charge of the Jersey 
City, N. J., office at 15 Exchange Place, 
succeeding the late William Spiegelberg 
in that capacity. Announcement was 
made by Jos. M. Byrne, Jr., chairman 
of the board of the Jos. M. Byrne Co., 

ew Jersey insurance and travel agency 
with offices in Newark and Jersey City. 

Mr. McShane has been a member of 
the firm for 26 years. He attended Co- 
lumbia University, was a first lieuten- 
ant with the 28th Infantry during World 

ar II and served in France and Ger- 
many for three and one-half years. Par- 
ticipating in five campaigns, he was 


awarded two Bronze Stars and_ holds 
three Purple Hearts. He is a member of 
the Knights of Columbus, Carteret Club 
of Jersey City, and the 28th Division 
ociety, 





Vorys Takes Insurance 
Industry to Task 


Insurance Superintendent Arthur I. 
Vorys of Ohio this week took the insur- 
ance industry to task for several alleged 
faults, including resistance to change, 
failure to make the industry attractive 
to college graduates, antiquated rating 
methods and failure to “tell off” Insur- 
ance Commissioners when the latter ap- 
pear to be wrong, He called for greater 
leadership and courage in this “wonder- 
ful industry, exciting and different every 
day.” Mr. Vorys spoke before the Chi- 
cago Buckeye Club. 


Pittsburgh Day March 11 


The Insurance Club of Pittsburgh will 
hold its 32nd annual Pittsburgh Insur- 
ance Day on Tuesday, March 11, at the 
Penn-Sheraton Hotel. 





H. K. Dent Dies 


(Continued from Page 1) 


trained in the principles of selective 
underwriting and the companies’ growth 
reflected his competent stewardship. 
Surviving Mr. Dent are his wife, Mrs. 
Ethel M. Dent; a stepson, and a sister. 


Big Bill 
(Continued from Page 15) 
committee of Lloyd’s Underwriters As- 
sociation (ex-officio at present) and is a 
trustee of Lloyd’s Patriotic Fund. He is 
president of the Cutty Sark Preservation 
Society. 

In December, 1957, Sir Walter was 
awarded Lloyd’s Medal for services to 
Lloyd’s. 





Funeral services were held Tuesday in 
Seattle at St. Mark’s Episcopal Church. 
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FOR HOME AGENTS: 


To get the most out of this 
ad, ask your Home fieldman for 
"Easy Estimating Charts on U. S. 





Residential Building Costs," 





ees 





What | $428° for the material to build a dog house ? 


(WHAT WOULD IT COST TO BUILD YOUR HOME TODAY?) 


Try building anything today. The cost may shock you. Take a house that cost you $14,000 in 1946, Based on 
national averages by the F. W. Dodge Corp., the same house in 1957 would cost you $21,300! 

Unless you can afford to take a substantial loss, you should have enough insurance to duplicate your home 
at present costs. See The Home Insurance agent in your community now. He sells insurance you can count on 


when you need it. 





AUTOMOBILE ° 


MARINE 


THE HOME, Gacccce Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
ORGANIZED 1853 FIRE ° 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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‘Robert O’Malley, Missouri Supt. 
In Rating Battle In 1930s, Dies 


Robert Emmet O’Malley, who served 


as Missouri’s Superintendent of Insur- 
ance July 1, 1933 to October 19, 
1937, died January 16 at Kansas City, 
Mo. He was 83 years old. In recent 
years he had been a deputy in the Jack- 
son county assessor’s office. 

Long prominent in Jackson County 
Democratic party circles O’ Malley served 
as an election commissioner from 1918 
to 1921. About that time he was in the 
center of a political dispute between 
President Woodrow Wilson and the late 
United States Senator James A. Reed 
of Missouri, when the President declined 
to name him as postmaster for Kansas 
City. The refusal led to an open break 
between Wilson and Reed. 

O'Malley was in the wholesale tobacco 
business in Kansas City, and entered in- 
surance in 1926. He was appointed Su- 
perintendent by former Governor Guy 
B. Park. 

In May, 1935 Superintendent O’ Malley 
entered the historic 80-20 compromise of 
the long-drawn-out litigation with vari- 
ous stock fire insurance companies re- 
garding fire insurance rates. The litiga- 
tion was pending in both the Federal 
and state courts. Some $10,000,000 of 
impounded premiums were involved, and 
under the compromise about $8,000,000 
was to go to the companies and for attor- 
ney fees and various other costs. 

The balance of $2,000,000 was to be 
returned to policyholders. New insur- 
ance rates were provided for. Later it 
became known that a prominent Chicago 
insurance company executive had enter- 
ed into a deal with the late Thomas J. 
Pendergast of Kansas City, political boss 
of Missouri, for a compromise of the 
rate cases on the companies terms. 

The compromise was approved by the 
Federal Court at Kansas City, which had 
custody of about $9,000,000 of the im- 
pounded funds. The Cole County Circuit 
Court in Jefferson City hadn’t accepted 
the compromise when the deal with 
Pendergast broke in the newspapers of 
the State. It was revealed that $62,500 


from 





Weinstock Addresses 
New England Claims Assn. 


Edwin D. Weinstock addressed a joint 


meeting of the New England Claims 
Executives Association and Mariner’s 


Club of Conn. at the Bond Street Hotel, 
Hartford. The talk was on adjustment 
and salvage operations on losses involv- 
ing textiles. 

The joint meeting of both organiza- 
tions was a precedent and resulted from 
invitation by the New England Claims 
Executives Association to the Mariner’s 
Club in view of widespread interest in 
the topic discussed. 

Edwin D. Weinstock is president of 

Edwin D. Weinstock, Inc., New York 
City, independent adjusters, He has 
been an adjuster for companies for 27 
years and is regarded as an authority 
on textiles and allied fields. 





Lane Is Advanced by 


Aetna Insurance Group 


John F. Lane has been made assist- 
ait claim manager in New Hampshire 
for the Aetna Insurance Group. Mr. 
Lane succeeds the late Edward E. Case, 
who died January 1 after a long illness. 

A graduate of Boston College, Mr. 
Lane joined the Aetna Group in 1947 as 
an adjuster in the Boston office after 
several years’ experience in the same 
capacity with another insurance com- 
pany. In 1955 he was transferred to 
serve as adjuster in Manchester, N. H., 
where he will continue to maintain head- 
quarters, 


of the payoff funds went to Superin- 
tendent O’Malley. He and Pendergast, 
who has received $315,000, both failed 
to include their shares in their Federal 
income tax returns for 1935. 

Both later pleaded guilty in Federal 
Court to tax evasion. O’Malley in May, 
1939, was sentenced to serve a year 
and a day in the Federal prison at Leav- 
enworth, Kan., and Pendergast drew a 
15 months’ sentence. In the meantime 
O’Malley was ousted as Superintendent 
of Insurz ance by former Governor Lloyd 
C. Stark in 1937 when the details of 
the compromise became public. He was 
succeeded by the late George A. S. 
Robertson, who served to July 2, 1939. 
He died before serving his full term as 
Superintendent. 

Returning to Kansas City after com- 
pletion of his prison term, O’Malley 
never again became a prominent political 
figure. . 


Wilson President of 
West Virginia Field Club 


The Field Club of West Virginia at 
its annual meeting elected officers for 
the ensuing year, They are: 

President, Donald E. Wilson, state 
agent of the Aetna C & S; vice presi- 
dent, Charles H, Pike, special agent and 


manager, Charleston, W. Va., office of 
Alfred Paull & Sons, Inc.; secretary 
treasurer, FE. Carrell Douglass, state 


agent, Saint Paul Companies. 

Present member, Parker H. Brady, 
Home Insurance Co., was elected chair- 
man of the executive committee. Four 
members were elected to the committee 
for a two year term: Byron D. Murga- 
troyd, Hartford; W. S. Colwell, Fire- 
man’s of New Jersey, also elected secre- 
tary of the committee; H. A. W. Happer, 
Jr., Royal-Globe Group. 

Due to resignations, two new members 
were elected to fill unexpired terms: 
H. E. Haufler, Great American Group, 
and C, C. Eaton, Jr., New Hampshire 
Fire. 

Eleven new members were taken into 
the field club. 





N. Y. Bill To Extend Appraisals 


A bill has been introduced in the New 
York State Senate, with the backing of 
the New York Insurance Department, 
amending Section 173 of the Insurance 
Law to make it legislative intent that 
appraisal provisions in standard fire in- 
surance policy be construed as mutually 
enforceable by insuréd and insurer and 
to provide that where insurer, after re- 
ceipt of written demand from insured, 
fails to select appraiser within required 
time, insurer, when made defendant in 
action to recover loss, shall be precluded 
from interposing defense controverting 
loss as shown in proof of loss furnished 
insurer. 

Insurance Superintendent Leffert Holz 
in a message to the legislature said: 

“The above amendment is recom- 
mended for the reason that under a long 
line of decisions, the appraisal provi- 


sion in the Standard Fire Insurance Pol- 
icy is binding on the insured because 
of lines 192-196 providing that no suit 
on the policy for the recovery of a claim 
shall be sustainable ‘unless all the re- 
quirements of this policy shall have 
been complied with,’ whereas, the in- 
sured has no remedy available to compel 
the insurer, specifically to comply with 
the appraisal provisions in the policy, 
nor may an appraisal be enforced as a 
compulsory arbitration under the arbi- 
tration law. (Matter of American Ins. 
Co., 208 App. Div. 168; Matter of Flet- 
cher, 237 N. Y. 440; Matter of Delmar 
-< Co. (Aetna Ins. Co.) 1955 309 N. Y. 


“This lack of mutuality as respect to 
the right of a policyholder to insist on 
an appraisal of a loss cannot be justi- 
fied and is most unfair to the insuring 
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public. At least one state, Massachusetts, 
has removed this inequity by enacting 
Section 99, Chapter 175, General Laws 
of Massachusets.” 

This proposal has been strongly op- 
posed by the National Board of Fire 
Underwriters as unnecessary and not in 
the best interests of either the industry 
or the public. 

The full text of the bill, with the 
third paragraph containing the amend- 
ment, follows: 

“Section 1. Section one hundred sey- 
enty-three of the insurance law is 
hereby amended to read as follows: 

“Section 173. Fire insurance; appraisal 
of loss; procedure for section of umpire 
on failure to agree. Whenever applica- 
tion shall be made for the selection of 
an umpire pursuant to the provisions 
relating to appraisals as contained in 
the standard fire insurance policy of the 
state of New York, such application shall 
be made to a judge of the Supreme 
Court residing in the county, or to a 
judge of the county in which the lost 
or damaged property is or was located, 
on five days’ notice in writing, to be 
given by either party to the other. of 
his or its intention so to do. Any such 
notice in writing, when served by the 
insured, may be served upon any local 
agent of the insurer; and the said judge 
shall, on proof by affidavit of the failure 
or neglect of the said appraisers to 
agree upon and select an umpire within 
the time provided in said policy, and of 
the service of notice aforesaid, forthwith 
appoint a competent and disinterested 
person to act as such umpire in the 
ascertainment of the amount of said 
loss or damage. 

At is the legislative intent that the 
provisions relating to appr aisal contained 
in the standard fire insurance policy of 
the state of New York shall be con- 
strued as mutually enforceable by the 
insured and insurer. In the event that 
the insurer, following the receipt of a 
written demand from the insured, fails 
to select an appraiser within the tim 
prescribed in such standard fire policy, 
the insurer when made defendant in an 
action brought to recover for a loss in- 
sured under such standard policy, shall 
be precluded from interposing a defense 
controverting the amount of the loss, as 
shown in the proof of loss furnished the 
insurer in accordance w-th the terms 
of the policy. An insurer, which in com- 
pliance with the appraisal provisions cot- 
tained in such standard policy, partic- 
pates in an appraisal of a lovs shall 
not thereby be held to have waived any 
legal defense to the claim in_ respect 
to which the loss is appraised.” 





American Names Knapp 
Asst. Supt. at Newark 


James F. Knapp has been promoted 
to assistant superintendent in the head 
office fire underwriting department 0! 
the American Insurance Group in New- 
ark. Mr. Knapp began his insurance 
career in the Chicago office of the Hart- 
ford Fire in 1929; later he became fire 
and marine manager of the Secured 
Insurance Co., Indianapolis, a position 
he held until he joined American Auto- 
mobile in St. Louis in 1954, as underwr! it- 
ing Supervisor of the fire and marine 
division. Mr. Knapp was born in New 
Jersey and attended Northwestern Uni- 
versity. 
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Motors and General Exchange Corp. 
Name Regional and Branch Managers 


office in Philadelphia. He has been as- 
sociated with the company since 1935 


Two regional managers of Motors In- 
surance Corporation and General Ex- 
change Insurance Corporation have been 
appointed, Frank*A. Mingle in charge 
of the New York region, and Robert A. 
Turner in charge of the Detroit region. 
Also several regional and branch man- 
agers have been named by Motors In- 
surance Corp. They are Alfred B. Small, 
Ir, at Baltimore, Frank W. Worthing 
at Philadelphia, Charles W. Hannert, 
Ir. at Louisville, Richard C. Taylor at 
Dayton, Frederick J. Meyer at Pitts- 
burgh and Marcus L. Mooney, Jr., at 
Charlotte, N. C. G. P. Herndon, Jr., is 
named assistant manager of branch op- 
erations of the two companies with 
headquarters in New York. 

Mr. Mingle, regional manager of Mo- 
tors and General Exchange in charge 
of the New York region, succeeds Ar- 
thur W. deCarle who retired December 
31 after an association of 31 years with 
the companies. 

Mr. Mingle was regional manager of 
the Baltimore region. A graduate of 
Wesleyan University, he joined General 
Motors Acceptance Corporation in 1934. 
He was transferred to MIC, subsidiary 
of GMAC, the same year and was as- 
signed to the Cleveland branch where he 
served in various supervisory capacities. 

In 1945 Mr. Mingle was appointed 
manager of the Newark branch. He 
joined the executive office staff in New 
York in 1947 as assistant manager of 
the branch operations department and 
in 1953 was named regional manager 
in Baltimore. 

Mr. deCarle, a graduate of Queen’s 
University in Kingston, Ont., joined MIC 
in 1926 at the Chicago branch. He was 
named a branch manager in 1928 and 
subsequently spent one year in Europe 
for MIC. He was promoted to regional 
oe for the New York region in 
45, 


Turner and Herndon 

Robert A. Turner, appointed regional 
manager of the Motors and General Ex- 
change in charge of the Detroit region, 
succeeds G. P. Herndon, Jr., who has 
been named assistant manager of branch 
operations of the two companies. 

Mr. Turner has been manager of the 
Louisville branch office. As regional 
manager he is responsible for the com- 
panies’ operations in Michigan, Ohio, 
West Virginia, Kentucky and Tennes- 
see, 

_A- graduate of Southern Methodist 
University, he began his service with 
MIC in 1936 in the Shreveport, La., 
office. Mr. Turner served as an aviator 
in the Navy during World War II, at- 
taming the rank of lieutenant in the 
U.S. Naval Reserve before resuming his 
civilian career in 1945. He was pro- 
moted to branch manager in 1951 and 
has been manager of the Chicago, South 
Side, and Louisville branches. 

As assistant manager of the branch 
Operations department Mr. Herndon’s 
headquarters are in New York. In join- 
Ing the executive office staff he marks 
the end of ten years as regional man- 
ager of the Detroit region. A graduate 
of the University of Texas, he joined 
MIC in 1931 at the Amarillo, Tex., 
branch, He was appointed branch man- 
ager in 1936 and has served in that ca- 
Pacity in Amarillo, El Paso, New Or- 
leans and Detroit. 


Alfred B. Small 


Alfred B. Small, Jr, regional man- 
ager of Motors in charge of Baltimore 
region, succeeds Mr. Mingle. Mr. Small 
has been manager of the MIC branch 


when he joined the Portland, Me., 
branch. He served as a major in the 
Army Quartermaster Corps during 


World War II and was cited by Gen- 
eral Mark Clark for his high standards 
of vehicle maintenance which permitted 
a smooth flow of supplies for combat 
operations. , 

Upon resuming his service with MIC, 
Mr. Small was appointed a branch man- 
ager in 1946. He held that position in 
Syracuse, N. Y., before transferring to 
the Philadelphia branch. 


Frank W. Worthing 


Mr. Worthing, manager, of the Mo- 
tors branch in Philadelphia, succeeds 
Mr. Small. Mr. Worthing has been staff 
assistant in the executive office claim 
department in New York. He joined 
MIC in 1941 at the Davenport, Iowa, 
branch. During World War II, he was 
transferred to the Fisher Cleveland Air- 
craft Division of General Motors. 

Mr. Worthing resumed his service 
with MIC in 1945. He was promoted to 
the position of claim manager in 1951 
and regional adjuster in 1954. He was 
named staff assistant in the executive 
office claim department in 1956. 

Charles W. Hannert 


Mr. Hannert, Jr., appointed manager 
of the Motors branch office in Louisville, 
succeeds Mr. Turner, regional manager 
in Detroit. Mr. Hannert has been branch 
manager in Dayton, Ohio. A graduate 
of Michigan State College, he served as 
a first lieutenant in the U. S. Army 
during World War II. He joined MIC 
in 1946 in the Detroit branch. 

After five years’ service there in vari- 
ous supervisory capacities he was as- 
signed to the executive office in New 
York. He was named manager of the 
Dayton branch in 1954, 

Richard C. Taylor 


Mr. Taylor, MIC branch manager of 
the Dayton branch, succeeds Mr. Han- 
nert. Mr. Taylor has been regional ad- 
juster for the Detroit region. A grad- 
uate of Hillsdale College in Hillsdale, 
Mich., he served in the Air Force dur- 
ing World War II. He joined MIC in 
1948 as adjuster at the Detroit branch. 
Five years later he was promoted to 
claim manager, serving in this capacity 
in Grand Rapids, Mich., Detroit and 
Cleveland. 

Mr. Taylor was appointed a regional 
adjuster in 1955 and held this position 
in the Detroit regional office until his 
promotion to Dayton. 

Frederick J. Meyer 

Mr. Meyer, appointed manager of the 
Motors branch office in Pittsburgh, suc- 
ceeds Theodore H. Henderson who died 
last October 15. Mr. Meyer has been a 
member of the executive office staff in 
New York in both the business relations 
and branch operations departments. A 
graduate of West Virginia University, 
he joined MIC in 1934 in Pittsburgh 
and in 1941 was named branch manager. 

After serving as manager of the Cin- 
cinnati and Charleston, West Va, 
branches he joined the executive office 
staff in 1947. 

Marcus L. Mooney 


Mr. Mooney, appointed manager of 
the Motors branch office in Charlotte, 
N.C., succeeds John F. Hamilton who 
has been named assistant manager of 
the branch operations department in 
New York. 


Mr. Mooney has been claim manager 
in the Columbia, S.C., branch. A grad- 
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Dewey Vice President 
American Motorists Co. 


MANAGER AT RIO DE JANEIRO 





Abbott Returning to Philadelphia Office; 
Dewey Has Been Kemper Group 
Fire Production Mer. 





Robert M. Dewey has been elected 
vice president of American Motorists 
Insurance Co, and has been named man- 


Fabian Bachrach 
ROBERT 'M. DEWEY 


ager of the company’s office in Rio de 
Janeiro. American Motorists is a-mem- 
ber of the Kemper Insurance Group. 

George C. Abbott, who directed estab- 
lishment of the Rio de Janeiro office 
since its opening last August, will return 
to the Kemper group’s Philadelphia 
office. 

A graduate of the Thayer school of 
engineering at Dartmouth college, Mr. 
Dewey joined the Kemper organization 
in 1955 in the special risks division of 
the companies’ business extension de- 
partment. Last January he was elected 
vice president of American Manufac- 
turers ‘Mutual, another Kemper division. 
He has been serving as production man- 
ager for the Kemper group’s fire di- 
vision. 

Mr. Dewey had been with the Asso- 
ciated Reciprocal Exchanges of Port 
Chester, N. Y., for the previous 32 
years and was a vice president at the 
time he left the organization. He is a 
member of the National Fire Protection 
Association, Society of Fire Prevention 
Engineers and the Dartmouth Society 
of Engineers. 

Companies in the -Kemper Insurance 
Group now are licensed to write in 
Alaska, Brazil, Canada, Hawaii, Puerto 
Rico and the United States. 





uate of Alabama Polytechnic Institute, 
he was first employed by General Mo- 
tors Acceptance Corporation in 1940 at 
the Montgomery, Ala., branch. During 
World War II he served in the U. S. 


Naval Reserve, attaining the rank of 
lieutenant. 
On his return to civilian life, Mr. 


Mooney was transferred to MIC at the 
Birmingham, Ala., branch. He was pro- 
moted to claim manager at the Raleigh, 
N.C., branch in 1954. He took over this 
position at the Columbia branch in 1956. 
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Ebasco to Make Fishing 
Fleet Safety Study 


A $25,000 contract for the development 
of a vessel safety program for the New 
England fisheries has been awarded to 
Ebasco Services Incorporated, New York 
engineering, construction and _ business 
consulting firm, it is announced by the 
Department of the Interior. 

The study has the double purpose of 
providing better safety conditions for 
the men of the fishing fleet and for the 
reduction of personal injury insurance 
costs. It is part of a broad study of 
the New England fishing fleet insurance 
problems. The contract was awarded by 
the Bureau of Commercial Fisheries, 
United States Fish and Wildlife Service. 

Hull and personal injury insurance 
costs constitute one of the important 
items of expense in the New England 
fisheries. A study of hull insurance 
problems recently has been completed. 

The safety study is to be completed 
in a year. When the program is com- 
pleted, the Bureau of Commercial Fish- 
eries will submit it to the segments of 
the fishing industry concerned for their 
consideration and voluntary action. 

Ebasco Services maintains a depart- 
ment which specializes in insurance and 
safety studies. 





North America $300,000 
Loss Paid in Two Days 


Prompt payment by Insurance Co. of 
North America of a $300,000 claim won 
praise for INA recently from an execu- 
tive of General Tire & Rubber Co. On 
receiving a check for the loss of a Gen- 
eral-owned airplane only two days after 
the loss occurred, M. G. O’Neil, vice 
president and executive assistant to the 
president, said, “It is an extreme pleasure 
for us to do business with a company 
such as the North America.” 


INA had insured a Douglas B-23 
owned by the tire company which 
crashed January 14 when landing at 


Hagerstown Municipal Airport, Middle- 
burg, Md. There were no injuries. 
Robert O. Young, INA service office 
manager in Cleveland, and Harold R. 
Woodworth, indemnity manager at that 
office, presented Mr. O’Neil with the 
settlement check January 16. Agents for 
North America were Herberich-Hall- 
Harter Agency of Akron, Ohio. 
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Casualty-Surety Co. Leaders Evaluate 
1958 Outlook In Light Of 57 Results 


Express Hope That Rate Increase Will Improve Auto Under- 
writing Picture; In Scrutinizing Mood on Expenses; Discuss 
Inflationary Impact; See Year as Survival of Fittest 


By WAtt¢ce L. CLapp 


What’s the outlook for 1958 in the 
light of the discouraging underwriting 
results of 1957 for many of the major 
casualty-surety lines? This is the $64,- 
000 question as the new year gets under 
way, and in an effort to get some help- 
ful answers to it The Eastern Under- 
writer has interviewed some of the in- 
dustry’s top-ranking executives in the 
past few weeks. 

This writer gets the definite impres- 
sion from responses received that this 
year will witness “a survival of the 
fittest.” Company leaders are aware as 
never before of the urgent need for 
remedial measures which must be taken 
this year to improve on the staggering 
underwriting losses of 1957. The time 
for “bemoaning our fate” has long since 
past and action rather than “just talk” 
is the keynote for 1958. 

No one in the casualty insurance busi- 
ness needs to be reminded that the most 
troublesome problem last year was “in- 
adequate rates,” a _ situation which 
plagued all companies alike. It’s ex- 
pected that rate increases obtained for 
automobile B.I. and P.D. in 43 states 
during 1957 will bring material relief 
this year, but not enough to put the 
automobile line “in the black.” 

Workmen’s compensation is another 
line to watch and there are a number 
who believe that the honeymoon is over 
as far as profit is concerned for this 
major line. Benefits are higher and 
rates (in some states) are lower. And 
with rising unemployment the outlook 
is none too bright. 


Concern Over Tight Markets 


Of serious concern to brokers and 
agents, particularly in ‘high-rated metro- 
politan areas, is the tight market which 
has developed for the automobile cas- 
ualty lines. It’s a certainty that produc- 


tion of business will undergo curtail- 
ment and underwriting requirements 
have already become more exacting. 


Also, as everyone knows, the assigned 
risk pools are feeling the effect of the 
tighter market. 

Those companies which have already 
made commission reductions downward 
on automobile B.I. and P.D. risks in the 
five boroughs of New York and, in some 
cases, statewide, feel that their action 
was justified in the light of the unfavor- 
able experience in this congested area. 
Their reasoning is that since a reduced 
scale in the rejected rating formula filed 
with the New York Insurance Depart- 
ment, it is now necessary in order to 
maintain a market in New York to apply 
that reduction more in the face of a 
rejected filing. 

Reportedly some companies are shut- 
ting the door on acceptance of new auto- 
mobile liability business in New York 
City. However, this is far from a con- 
certed movement for the simple reason 
that no company wishes, even in this 
difficult period, to lose brokerage con- 
nections built up over the years. Brokers 
have a way of remembering companies 
which cut them off when “the going 
gets tough.” 

From the home office viewpoint, the 
argument is set forth by one New York 


official along these lines: “On a risk 
basis our underwriting policy governing 
the automobile business in metropolitan 
areas is no different than that for other 
areas. We have necessarily put up a 
very fine underwriting screen because of 
the amount of business thrown on the 
market. To put it bluntly, we can’t 
accept sub-marginal business direct when 
we must take so much through the as- 
signed risk plans.” This makes Sense. 

The reasoning of another New York 
executive, as applied to his company’s 
decision to reduce automobile commis- 
sion, is expressed as follows: “We have 
reduced our commissions in both New 
York and Connecticut as the likelihood 
is strong that we shall do likewise in at 
least two states on the Pacific Coast. 
We feel strongly that stock companies 
need a greater share of the premium 
dollar to pay losses. In New York the 
most recent application filed with the 
Department by the rating bureaus for 
increased automobile casualty rates limits 
the production cost factor to 20%. In 
our judgment stock companies have no 
alternative except to operate within this 
limitation.” 

Complacency Is Disappearing 

Judging from the tone of comments 
received from company leaders much of 
the home office complacency of recent 
years has disappeared. In its place is 
the realization, based on cold, hard fig- 
ures, that underwriting profits in the 
next few years must be placed ahead of 
all other goals. Investment profits will 
be relegated to their proper secondary 
place and volume will not be worshipped 
at the expense of underwriting losses. 

In this connection the story is told 
that the president of one large multiple 
line group called all his key people into 
a staff meeting in late December for a 
heart-to-heart talk on current problems. 
His chief request to his people was that 
they dedicate themselves dailv in 1958 to 
keeping uppermost in mind that “we 
must make an underwriting profit.” 

Also being preached in home offices 
these days is the need for cutting down 
on expenses. There’s a keener appreci- 
ation of studies being conducted of oper- 
ating costs with an eye to saving money. 

One item which is receiving special at- 
tention in a large New York head office 
is that of overlapping association mem- 
berships. The feeling is that there are 
too much such associations performing 
similar functions that could be consol- 
idated. 

Along this line the writer senses a 
sentiment building up for a single na- 
tional rating organization for property 
and liability insurance. It has been pro- 
posed in the past, and advantages pointed 
out center around simplifying the hand- 
ling of rate statistics, accelerating rate 
making so as to make it more respon- 
sive to existing trends and conditions. 
and getting rid of the multiplicity of 
details and their attendant expense in- 
volved in the filing and preparation of 
forms, 


What About Inflation? 
As to the inflationary impact, the chief 
bugaboo in the property and casualty 
(Continued on Page 26) 





Steingut Bill Reduces 
Gap in Compulsory Law 


SPONSORED BY NEW YORK DEPT. 





Sets Up Company-Operated Plan Ad- 
ministered by Motor Vehicle 
Indemnification Corp. 





One of the bills in the legislature, 
sponsored by the New York Insurance 
Department, is the Steingut measure, 
introduced January 23 in the Assembly, 
which would set up an exclusively com- 
pany-operated plan to be administered 
by the Motor Vehicle Accident Indem- 
nification Corp. The Department is be- 
hind this bill because it feels that the 
new corporation “removes the objection 
advanced by some to a _ state-operated 
plan on the ground that it would place 
the state in the insurance business in 
competition with private carriers.” 

Desirability of the plan, in the De- 
partment’s opinion, is that it will reduce 
the gap in the compulsory automobile 
law. “Through the operation of this law 
the percentage of motor vehicles remain- 
ing uninsured will be relatively small 
and, as a consequence, the cost of the 
plan’s operation will be kept within rea- 
sonable limits,” says the Department. 

It is further pointed out that the 
Steingut proposal incorporates the con- 
cept advanced by the carriers “that a 
major part of the present problem may 
be solved by providing protection to 
automobile insurance policyholders by 
inclusion in their policies of the unin- 
sured motorist coverage endorsement.” 

Amendments to the Law 

Amendments proposed to the motor 
vehicle law to put this plan into opera- 
tion are as follows: 

“1. All policies of automobile liability 
insurance to be issued in this state will 
be required to contain provisions com- 
parable ... under the uninsured mo- 
torists endorsement, namely, affording 
protection to the insured for personal 
injuries or death within the limits pres- 
ently prescribed in the compulsory auto- 
mobile insurance law, caused by a 
financially irresponsible motorist due to 
a motor vehicle accident occurring in 
this state. 

“This right of action will be enforcible 
against the Motor Vehicle Accident In- 
demnification Corp. which is to be cre- 
ated by the legislation. By making the 
right of action enforcible against this 
corporation, rather than against the in- 
surer, it avoids the conflict of interest 
created by the uninsured motorist en- 
dorsement which is presently attached to 
policies, whereunder the insured, in order 
to recover on a claim caused by an 
uninsured motorist, is required to pro- 
ceed against his own insurer, even 
though the insurer must defend the 
insured should a cause of action be as- 
serted against him arising from the same 
accident. 

“2. Establishment of the Motor Ve- 
hicle Accident Indemnification Corp., in 
which every insurer authorized to write 
automobile liability insurance in connec- 
tion with motor vehicles shall be a 
member. The functions of the corpora- 
tion will be (a) to defend claims of 
insureds based upon the uninsured mo- 
torists coverage provisions in their poli- 
cies, and (b) to assume the obligation 
to pay the legally enforcible claims for 
personal injuries and deaths of persons 
other than those insured under auto- 
mobile liability policies who are the 
innocent victims of accidents caused by 
financially irresponsible motorists, hit- 
and-run drivers, operators of stolen ve- 
hicles and unauthorized drivers.” 

Strengthens Compulsory Law 

The Department explains that the last 
mentioned function is conferred on the 
proposed corporation because the unin- 
sured motorist coverage does not protect 
the non-car owner, pedestrian or inno- 
cent victim of accidents involving two 
uninsured vehicles. “Although the com- 
pulsory law and the added uninsured 
motorists provision which will protect 
insureds, will reduce the ‘gap’ to a 
minimum, the fact that only a small 
number of uncompensated victims of 





1957 Blanket Bonding 
Of Federal Employes 
ERNN $486,352 
Report Cost of Meatdwiiinn Was 


$20,748 as Against $507,099 for 1955 
Under Individual Bond System 


SAVED GOVERNMENT 





Blanket bonding of Federal employes 
saved the Government $486,352 in ad- 
ministrative costs during the fiscal year 
which ended June 30, 1957, according 
to the report submitted by the Treasury 
Department to the House Post Office 
and Civil Service Committee. The new 
law, under which blanket and _ position 
schedule bonds for the most part re- 
placed individual bonds paid for by the 
employes, went into effect late in 1955, 

During the fiscal year 1957, premiums 
for these sureties paid for by the Goy- 
ernment totaled $378,858 the report 
stated; employes were relieved of pay- 
ing premiums which, during the fiscal 
vear 1955 amounted to $1,725,067. Almost 
960,000 employes were covered by bonds 
procured under the provisions of the new 
law, 957,585 of them employes in the 
Executive Branch, according to the re- 
port. A blanket bond of the Post Office 
Department accounted for 90% of the 
employes covered, 863,689. The Treas- 
ury Department had the next largest 
coverage with 43 bonds covering 30,858 
employes. 


Breakdown of Bonds Purchased 


In all, the report disclosed, 700 honds 
were purchased during the 1957 fiscal 
vear, including 101 position schedule 
bonds, 24 blanket bonds and 575. indi- 
vidual sureties. 

At the end of 1957 fiscal year only 
$11,054 in claims were pending; out of 
claims totaling $74,203 during the year, 
$63.149 had been recovered. 

The cost of administration of surety 
bond procurement and related operations 
for the fiscal year 1957 totaled $20,748 
as against $507,099 during fiscal year 
1955, the last full fiscal year in which 
the old individual bonding system was 
in effect. 





motor vehicle accidents remain does not 
lessen the need for making provision 
for their protection. It is no solace to 
them that their number is small.” 

To further strengthen the compulsory 
law provision is also made in the Stein- 
gut amendments for impoundment of 
cars involved in accidents occurring in 
New York State where the owners or 
operators are financially irresponsible. 

As to the proposed corporation's 
modus operandi, its operation costs and 
claim payments are to be borne by its 
members and paid through the levying 
of assessments. Such assessments would 
be computed on the basis of automobile 
liability premiums written in this state 
by each company in relation to the total 
of such premiums. In this connection 
the Department points out: 

“Inasmuch as the members are to heat 
the costs of the operation, it is provided 
in the amendments that such costs shall 
be recognized as an appropriate factor 
for consideration in making of rates for 
automobile liability insurance covering 
bodily injuries. 

“In order that qualified self-insurers 
shall bear their fair share of the cost ot 
providing this protection to uncompen- 
sated victims of motor vehicle accidents, 
the amendments propose that self-insur- 
ers shall pay annually a fee of $1.50 for 
each motor vehicle registered and _ the 
aggregate amount of such fees shall be 
applied in reduction of the assessment 
levied against insurers for the expense 
of administering the compulsory law. | 

“This proposed legislative program 1s 
modeled after assigned risk plan acts 
whereunder all automobile liability in- 
surers participate in a fair and equitable 
plan for the apportionment to insurers 
of applicants for insurance who are un- 
able to obtain insurance directly. Such 
a plan is in operation in this state pur- 
suant to section 63 of the Insurance 
Law.” 
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Urges Bankers to Hold 
Regular Inspections 


TO HELP PREVENT BURGLARIES 


32 Raids in 1957 Cost $185,272; Figures 
Less Spectacular Than in 1920’s 
ABA Says 








While current statistics on bank burg- 
leries may not be impressive when com- 
pered with records of years ago, bank 
burglary is not a lost art, according to 
the insurance and protective committee 





THOMAS F. GLAVEY 


of the American Bankers Association, 
which has urged bankers to undertake 
a program of self-inspection of their 
premises to correct weaknesses which 
might make their banks vulnerable to 
attack by burglars. Thomas F. Glavey, 
vice president, Chase Manhattan Bank, 
New York City, is chairman of the com- 
mittee. 

“During ABA fiscal year ended Au- 
gust 31, 1957,” the committee reports, 
“banks reported 26 attempted burglaries 
and 32 burglaries with loot, including 
damage, amounting to $185,272, Pre- 
viously, in the fiscal year 1955-56, banks 
reported 49 attempted burglaries and 28 
burglaries with loot, including damage, 
amounting to $214,275. 

“In contrast stand the high marks of 
220 burglaries with losses of $287,745, and 
261 burglaries with loot of $249,301, both 
reported for twelve-month periods in the 
1920's. 


Vulnerable Points in Some Banks 


“The principal targets for burglars are 
the -smaller country banks or outlying 
branches of larger banks, Self-inspection 
of such banking premises should reveal: 
a Whether the bank appears vulner- 
able. 

2. Whether there are points of easy 
entry, such as unlocked or unbarred 
windows and doors with exposed hinges 
from which the pins can be removed. 

3. Whether an efficient alarm system 
Po vaults, safes, and night deposi- 
ories. 

“Points of entry in the order of pref- 
erence of burglars are (1) rear or side 
windows where, in the absence of suffi- 
cient lighting or any lighting at all, 
there is little chance of being seen or de- 
tected by resident neighbors and passers- 
by; also unbarred windows with easily 
removable bars; (2) rear doors unlighted 
or not well lighted; (3) front doors; (4) 
cellar doors and other openings, such as 
transoms, coal chutes, or ventilators; and 
(5) skylights or floors above a bank. 

“A serious difference of opinion attends 
the lighted or unlighted bank interior, 
and both police and bankers are on either 
side. One group contends that a bright 
light above a vault or safe places burg- 
lars in view and that an extinguished 
light could indicate that the bank might 
be under attack. Another group contends 
that in an unlighted bank any light 
needed by burglars for their work might 





serve as an alarm to any one noticing 
the illumination. Both recommend that 
windows be left unshaded and that ar- 
rangements be made with a night watch- 
man or police authorities for frequent 
but irregular inspections during the 
night. 
Periodical Inspection 


“Another important contribution to the 
prevention of burglary is periodical in- 
spection of protective equipment. Gen- 
erally, this one factor deserves more at- 
tention than is given it. For instance, in 
1957 a bank was burglarized and its vault 
door was subjected to an acetylene torch. 
This bank reported that its alarm system 
had been out of commission since a flood 
three years ago. Other banks reported 
that they had alarm systems protecting 
only the locking mechanism or the lining 
of the outer vault door but not the walls, 
ceiling, and floor of the vault through 
which entry was made by burglars. Tear 
gas systems were installed, but the bombs 
were outdated. 

“A variety of protective equipment is 
available to meet the needs of all banks, 
including those with resources permit- 
ting only limited expenditures. 

Safe Makers, Breakers 


“The management of every well pro- 
tected bank doubtless enjoys an appre- 
ciation of the inventive genius of man in 


producing vaults, safes, and protective 
equipment having a high degree of resist- 


ance to attack. In their appreciation, 
however, they should not be unmindful 
of the genius of burglars whose scientific 
minds tend in the direction of destruc- 
tion. It is axiomatic that what man 
makes, man can destroy if given sufficient 
time. 

“While noting progress in resistance 
against attack by burglary, credit also 
should be given law enforcement author- 
ities for their work in policing banking 
offices and surrounding areas. Their 
presence doubtless has avoided many 
burglaries which were in the planning 
and casing stage. In addition, their re- 
lentless investigations and careful search 
for clues to run down burglars have had 
a deterrent effect upon those who might 
entertain ideas of burglarizing a bank 
and making a safe get-away.” 





U. S. MARINE CORPS CONTRACT 

Albert Gersten & Associates has been 
awarded a contract for the construction 
of 1,100 Capehart housing units at the 
U. S. Marine Corps base, Beaufort, 
S. C., at a price of $16,586,284. Producing 
agent for the Los Angeles branch office 
of the Massachusetts Bonding & Insur- 
ance Co., which has executed the bond, 
was Joseph R. Laird. 


Buffalo Insurance Day 


To Be Held on April 1 


The Insurance Club of Buffalo has 
completed arrangements for its annual 
Insurance Day program, scheduled for 
Tuesday, April 1, at the Hotel Statler, 
Buffalo. This will be an all industry 
program, according to Hanford W. Searl, 
president of the club, with each of the 
local insurance organizations having its 
specific participation. The theme will be 
“Cooperate in 758.” 

President Searl has selected the fol- 
lowing committee chairmen for Buffalo 
Insurance Day: General chairman—Vic- 
tor T. Ehre, president, Buffalo Insurance 
Co.; vice chairman—Kenneth K. Klingen- 
meier, assistant manager, American Sure- 
ty; program—Herbert F. McKeever, vice 
president, Norman Duffield Co.; tickets 
—James F. Neale, manager, Fidelity & 
Deposit; arrangements—Violet H. Mc- 
Carthy of Gurney, Becker & Bourne; 
reception—Lorraine Bristow of Marsh 
& McLennan, and publicity—Paul W. 
Adams, vice president, Wilson Forster 
& Adams. 

The speaking program will 
nounced in the near future. 


be an- 





“It’s a 
one-two 
combination 


that’s hard 
to beat...” 


says Broker S. Floyd Hammond, Jr., (r) shown here with 
Brokerage Manager Donald J. Stauffer (1) of Prudential’s 
Thomas Peek Agency, and client Stewart Bennetts (c), 
General Manager of Bennetts Photo Service. 


“... I’m referring to Prudential’s Illustration Forms and 
Prudential’s Brokerage Service. This combination has 


ie? 





from the time of the initial proposal—following right 
through to the delivery of the contract. And no matter 
how much assistance we receive from Prudential, we still 
get the fu/] commission. 


“Prudential’s Illustration Forms and Prudential’s fine 


Office.” 


been an important factor in the success of our Agency 


year after year. 


“The forms are clear, effective and easy to use. They’ve 
helped us make a great many LIFE sales. 


“As for the Brokerage Service... Prudential can always 
be depended upon to furnish fast and efficient service, 


free copy. 


Brokerage Service have put LIFE in our General Insurance 


7 7 ? 


“Profit and Prestige through Prudential’s Brokerage Ser- 
vices’—a 16-page booklet that shows you how to add to 
your income regularly and help you gain even more pres- 
tige among your clients. Return the coupon for your 
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LIFE INSURANCE °« 


TO: BROKERAGE SERVICE e THE PRUDENTIAL, NEWARK 1, N. J. 


(-] Please send me a complimentary copy of Prudential’s new booklet for Brokers, 
PROFIT AND PRESTIGE. 


[-] I want to know more about Prudential’s BROKERAGE SERVICE and how it 
will make sales easier for me. 
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Casualty-Surety Co. Leaders Evaluate 1958 


(Continued from Page 24) 


insurance picture, there was great hope 
that a let-up would come this year, That 
is, up to a few weeks ago. But then the 
monetary authorities of the country did 
an about face on credit control. So it’s 
anybody’s guess as to how severe 1958 
inflation will be. If there is some abate- 
ment underwriters feel that it should 
have a beneficial effect upon underwrit- 
ing results. This is because juries today 
take into consideration the depreciation 
in purchasing power by higher verdicts. 
Furthermore, the situation is reflected 
both in the cost of cases that come to 
trial and those settled out of court. 

Viewing the inflation question real- 
istically, a Hartford vice president makes 
the point that the arrestment of eco- 
nomic trends in the past has not been 
so abrupt as to effectuate such basic 
changes in the cost structure as to bring 
much relief in one year. His point is 
well taken that broad economic factors 
involved in such variations of business 
conditions must be converted into funda- 
mental price reductions, reduced hospi- 
tal and medical costs as well as lower 
automobile repair charges and the like, 
before a direct effect is felt in the ex- 
perience of the insurance companies. 

Another executive is definitely not 
convinced of any letup in the inflationary 
impact for if there had been, he asks, 
why are claim costs still increasing and 
why haven’t company claim departments 
reduced their reserve level? “The ans- 
wer is clear,” he told the writer. “There 
is no letup as yet and accident fre- 
quency continues unabated. Claim costs 
themselves are affected by a great deal 
more than the ordinary inflation in liv- 
ing costs. They are influenced materially 
in the bodily injury field by sharply in- 
creased medical costs and a whole new 
approach to the question of long-term 
disabling injuries as that affects earning 
power and the protection of the indivi- 
dual and family unit from economic dis- 
aster. 

“Bear in mind also that the number of 
claims per accident is increasing as the 
size of the family unit increases.” 


Premium Volume Up, Losses Greater 


in 1957 


Now for a roundup of production re- 
sults as reported by some of the com- 
panies, both stock and mutual writers. 
One of the largest mutual carriers ad- 
vised this reporter that its automobile 
premiums went ahead by 20% last year. 
Furthermore, its loss results were much 
better than in 1956, “reflecting a re- 
versal of the trend that occurred in the 
last half of 1957.” This company’s ex- 
pectation is that “we will be in the 
black for 1958 and will add several mil- 
lion dollars to our surplus.” 

Substantial increases in automobile 
premium production were also reported 
by stock companies in the East and in 
New England. One such carrier points 
out, however, that this sizeable gain in 
volume was exceeded only by the gain 
in losses with the result that its casualty 
business in the aggregate will show a 
substantial underwriting loss. This is 
attributable in part to the gain in vol- 
ume and to a great extent to adverse 
experience. 

A good index as to workmen’s com- 
pensation trends is seen in the comment 
of another company official who noted 
that while this line shows an appreciable 
gain in volume, the underwriting profit 
of recent years is fading away. It is 
pointed out that for a number of years 
workmen’s compensation rates have been 
decreasing due, in large measure, to in- 
flated payrolls. Even in the face of 





Hartford A. & I. Promotions 


President Wilson C. Jainsen last week 
announced four promotions in the home 
office of Hartford Accident & Indemnity. 
Jack D. Cheney, Robert C. Swanson and 
Robert C. Lukens were advanced to 
superintendents in the compensation and 
liability department. James H. Wood- 
worth was elevated to superintendent, 
rating division, actuarial department. 





widespread increases in benefits, rates 
in many instances have been lowered. 
Apparently a turning point has been 
reached with respect to such rate de- 
creases and, under such conditions, it is 
to be expected that favorable underwrit- 
ing results in this line of previous years 
will diminish even to the point of dis- 
appearance. 

The average industry gain in casualty 
volume for 1957 is estimated at 10% to 
12%. 

Fidelity-Surety Trends 


As to the fidelity-surety lines, one 
large single line carrier points to a gain 
of 24.2% in fidelity written premiums 
but notes that losses incurred to premi- 
ums earned will be 13.5% higher than 
in 1956. This company’s surety premiums 
written increased 5.5% and losses in- 
curred to premiums earned in this line 
were 0.4% lower. It is explained that the 
fidelity volume increase was due prin- 
cipally to the fact that 1957 was an an- 
niversary year in the three-year pre- 
mium cycle. The surety increase was 
due primarily to the large volume of 
public construction work awarded last 
year. In addition, stepped-up activity on 
the part of this company’s sales organ- 
ization contributed to the increase in 
both fidelity and surety. 

Major development last year in, the 
fidelity line, in the opinion of one com- 
pany president, was the wide publicity 
given by newspapers and magazines to 
employe dishonesty. Such articles, he 
says, should promote as no advertising 
campaign could possibly do, the sale of 
dishonesty insurance. 

In the surety field the past year wit- 
nessed the ground work laid and much 
of the planning done for the multi-billion 
dollar interstate Federal highway pro- 
gram. While this program did not go 
forward during the year as rapidly as 
anticipated, it will result over a period 
of years in a ‘high level of contract work 
and a corresponding increase in con- 
tract bond premiums, 


Major Casualty Developments 


In the casualty field four of the major 
developments to which attention should 
be called are the following: 

An increasing public awareness of 
difficulties in the casualty insurance mar- 
ket to which there has been a lack of 
resolution on the part of the industry 
itself. 

2. The realization that despite the 
hopes of the industry “we have experi- 
enced the worst of our fears under the 


compulsory automobile insurance law, 
i.e, needed rate increases have been 
resisted (in Massachusetts and New 


York) and made a political issue to the 
detriment of the public generally.” 

3. The lack of imagination on the part 
of state legislators in letting workmen’s 
compensation benefits drag well behind 
economic conditions. 

4. Another 1957 compensation develop- 
ment, far-reaching in its effects insofar 
as the immediate future is concerned, 
was the substitution of a maximum aver- 
age weekly wage of $300 in lieu of the 
$100 limitation heretofore in effect. The 
adoption of this revised maximum results 
in a further decrease in workmen’s com- 
pensation rates and, it is hoped, will 
alleviate to a substantial extent the 
added problems encountered under the 
previous figure. 

5. The quick rise of reported fidelity 
losses in a short space of time which 
losses involved defalcations dating well 
back into the postwar period. 

6. The continued lack of financial sta- 
bility in some of the contracting fields. 

7. The formation of the nuclear energy 
underwriting pools. 

Undoubtedly these developments will 
influence the outlook of management 
toward the development of business. As 
one top executive expresses it, “caution 
is certainly the watchword in our busi- 
ness today. This is because we have 
suffered reverses economically and in 
our public relations.” Continued difficult 
times are visualized for there is nothing 
magic in a January 1 date to expect that 


the driving public will change its habits 
during 1958 nor will politicians be more 
concerned about the solvency of com- 
panies than the number of votes. 


Fond Hopes for the Future 


Final question put to company leaders 
participating in this survey was what 
would be their fondest wish for 1958. 
Succinctly one executive responded: “We 
are far beyond the point of engaging in 
the area of fond wishes. We can only 
hope that the industry will face the rate 
situation squarely, will modernize the 
rate-making formulas so as to make 
them responsive to prospective condi- 
tions as well as past conditions, and that 
the companies will insist on an increase 
in productivity on the part of their own 
home office staffs as well as that of the 
independent agency force. 

The “fondest wish” expressed by other 
participants are given as follows: 

1. Let’s hope that more Insurance 
Commissioners will begin to recognize 
the “facts of life’ and that agents will 
make more personal contacts so as to 
give really tangible service. This they 
should do in order to earn their generous 
portion of the premium dollar. Such 
activity on their part will counteract 
direct writer competition better than 
anything else. It may represent the 
millenium, but perhaps a net rate with 
an agent’s fee added as he can obtain 
it, would more truly represent the pub- 
lic’s willingness to pay for his service. 

2. For the fidelity-surety business “my 
fondest wish would be a year with no 
catastrophic losses, stable business con- 
ditions and an upward adjustment of 
premium rates on some lines which can- 
not be written profitably at present 
rates.” 

3. One fond wish (from a Baltimore 
executive) would be that remedies being 
applied this year will be reflected as 
1958 proceeds in the establishment of a 
trend indicating that “we are on the road 
to improved results.” 


Would Love to Use Good Old-fashioned 


Insurance Judgment 


4. From Chicago comes the following 
“fond hope” that “I would love to be 
allowed to use good, old fashioned insur- 
ance judgment again in American insur- 
ance underwriting instead of the awful 
complexity of rules set up by our state 
regulatory bodies. Would that I had the 
freedom of thought and action that the 
lowliest Lloyd’s of London underwriter 
has always possessed and will fight tooth 
and toenail to preserve!” 

My fondest wish for 1958, says a 
New York president, would be for an 
effective accident prevention campaign 
which would hit the automobile experi- 
ence where it would do the most good. 
We must stop these horrible accidents. 
This and a better understanding on the 
part of the people of the role they play 
in rate making—even if they are auto- 
mobile riders or a member of a jury 
panel—will accomplish a lot more in the 
long run than rate increases. 

6. Another New York leader ex- 
presses the hope for a better understand- 
ing by the public as to the functions of 
insurance, the role it plays in a free so- 
ciety, and how the public can contribute 
to the economic well being of the coun- 
try through a determination to prevent 
avoidable accidents and_ occurrences. 
Says this executive: “The ensuing col- 
lateral benefits to the casualty and surety 
business would be substantial. Rate levels 
would be favorably affected in the long 
run and the devastating losses of human 
and property values would be mini- 
mized.” 

Summing up, the prediction made by 
still another New York president reflects 
current thinking. He says that 1958 will 
be a turning point for the fire and cas- 
ualty industry because most states have 
granted rate relief. “Although mindful 
of the tremendous value of positive think- 
ing. I am pessimistic with respect to 
underwriting results for 1958.” There is 
general agreement in his further opinion 
that it will be 1959 before rate increases 
materially add to underwriting profits. 

Added to this is the further observa- 
tion from Hartford that “it is difficult to 
become real optimistic with respect to 
1958, but certainly one can hope, per- 


Compulsory DB Bill 
Proposed in Michigan 


PATTERNED AFTER WC LAW 





Employers Could Contribute to State 
Fund or Insure with Private Car- 
riers, if Adequate Cover 





A bill proposing a compulsory disabil- 
ity insurance system for employers in 
the state has been received in the Mich- 
igan Legislature. The bill (S.1049) in- 
troduced by Philip J. Rahoi, would apply 
virtually to the same businesses as are 
now under the workmen’s compensetion 
act and would pay similar benefits to 
those under the employment security 
law. 

The bill would require that benefits be 
paid for 26 weeks on a basis of two- 
thirds of the average weekly wage, with 
additional benefits for dependents up 
to a total of 90% of the full wage scale. 

Provision would be made for setting 
up a new state fund into which payments 
would be made on a basis of 0.3% of 
wages paid, with assessments possible 
in event the fund proved inadequate. 
Employers also might insure with the 
state accident fund, carry their own 
risks if proof of financial responsibility 
were filed, or continue existing programs 
with private carriers providing they met 
the requirements of the law. 

In all but exceptional cases, recipients 
of workmen’s compensation or unemploy- 
ment insurance benefits could not col- 
lect at the same time on disability cov- 
erage. The bill was referred to the 
labor committee. Mr. Rahoi also offered 
a bill (S.1038) during the week gen- 
erally increasing benefits under the 
workmen’s compensation act. 





INTER-COMPANY ARBITRATION 
N. Morgan Woods of A. C. & S. Cos. 


Announces Revised Agreements for 
267 Signatory Companies 

N. Morgan Woods, manager claims 
bureau, Association of Casualty and 
Surety Cos., announces that as of Jan- 
uary 1, a total of 267 companies are 
participating in the Nationwide Inter- 
Company Arbitration Agreement. 

Mr. Woods stated that under a revised 
agreement, signatory companies writing 
automobile physical damage, plate glass 
and automobile liability property dam- 
age lines have agreed to submit for ar- 
bitration all automobile physical damage 
or plate glass subrogation claims of 
$2500 or less on which suit had not been 
started prior to January 1, 1958. Under 
the previous agreement arbitration was 
limited to cases of $1500 or less. 

Mr. Woods also said that the signa- 
tory companies have been notified that 
filing fees before the Hempstead and 
Philadelphia arbitration committees have 
been increased from $2 to $3. The stand- 
ard filing fee, he said, is $2 except in 
New York City where the fee is $5, and 
in Hempstead, Newark and Philadelphia 
where the $3 fee applies. 








Proposes Prem. Discount 


For Accident-Free Drivers 
A bill has been introduced in the 
New York State Assembly to require 
that the manual or rate schedule for 
automobile liability provide premium 
discount of 15% to assureds who have 
been accident free for ten consecutive 
years prior to issuance of policy. In- 
troduced by Assemblyman Eckstein, the 
bill amends section 184 of the Insurance 
Law also to allow for a 10% reduction 
of the discount after one accident, whic 
shall not be increased until five years 
after accident, and if more than one 
accident, discount to be disallowed until 
five years from last accident. 


— 





haps even expect, a considerably im- 
proved underwriting picture for the 
year.” 
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Petition for Review 
Of Auto Rate Refusal 


MADE BY NATIONAL BUREAU 





Appeals to Supreme Court in Albany; 
Leslie Cites $24 Million 
Underwriting Loss 





The National Bureau of Casualty Un- 
derwriters has petitioned for judicial 
review of the action of the New York 
Superintendent of Insurance in disap- 
proving the request for increased auto- 
mobile liability insurance rates made by 
the Bureau on behalf of its affiliated 
companies. William Leslie, general man- 
ager of the Bureau, stated that the peti- 
tion was filed January 29 in the State 
Supreme Court in Albany County. 

“Companies writing automobile liabil- 
ity insurance in New York State are 
facing a grave crisis as a result of the 
action of the Superintendent of Insur- 
ance in denying them rate increases they 
need for paying liability claims arising 
out of automobile accidents caused by 
their policyholders,” Mr. Leslie stated. 

Underwriting Losses Severe 

“The disapproval of rate increases 
when companies were already suffering 
severe underwriting losses because of 
inadequate rates has created a problem 
of great urgency. During 1956, member 
and subscriber companies of the Bureau 
suffered an underwriting loss of more 
than $24,000,000 on their New York State 
automobile liability insurance business. 
This was an underwriting loss of 10.1%, 
which means that the automobile liability 
claim costs and expenses amounted to 
$110.10 for every $100 of premiums 
earned. Other stock companies and mu- 
tual companies have also suffered ad- 
verse underwriting results.” 

Industry figures for the first nine 
months of 1957 have just become avail- 
able and these indicate, Mr. Leslie said, 
“that conditions have grown progres- 
sively worse.” He said that “current 
indications point to an underwriting loss 
for the year 1957 that will be far greater 
than that for 1956.” 

“For the protection of the companies 
and their policyholders the law requires 
that rates must be adequate to provide 
for the payment of accident claims in- 
curred by insured motorists,” Mr. Leslie 
stated. “The Bureau proposes rate revi- 
sions based on New York State policy- 
holders’ own experience, that is, on the 
accident claim cost record run up by 
the policyholders themselves but these 
cannot become effective without accep- 
tance by the Superintendent of Insur- 
ance, 


Bill for Govt. Coverage 
On Atom Powered Vessel 


An Administration-backed proposal has 
heen introduced in the U. S. Senate to 
authorize Government indemnification 
coverage for the nuclear-powered mer- 
chant ship now being readied for con- 
struction. The bill, which is endorsed by 
the Maritime Administration, is gimilar 
to the excess-coverage indemnity statute 
lor atomic reactor plants licensed by the 
Atomic Energy Commission. 

Like that law, it would provide au- 
thority for the Secretary of Commerce 
‘0 make purchase of private insurance 
against the current hazards “to the ex- 
tent available at reasonable terms,” a 
Condition of eligibility for Government 
indemnification. However, there would 
be no limit to the Government indem- 
uty. Under the reactor bill, Government 
indemnification is limited to $500 million. 
The bill would cover third-party lia- 
bility losses incurred by contractors in- 
volved in designing, building and operat- 
ing the vessel as a result of nuclear 
Incidents. The indemnification would be 
effective to the extent that the liability 
atises out of the contract and to the 
xtent not compensated by private insur- 
ance or otherwise. 

The bill was introduced in the Senate 
'y Commerce Committee Chairman War- 


MORE COMMISSION CUTS 





Indemnity of N. A. and Crum & Forster 
Group Revise Their Scales on Auto 
Risks in New York 

Latest companies to announce commis- 
sion reductions on private passenger auto 
risks in New York are the Indemnity Co. 
of North America and the Crum & 
Forster Group. At the same time The 
Travelers has advised its agents of a 
commission reduction, effective January 
22, on auto liability risks in California. 
In turn, Norwich Union announced re- 
duced commissions on some auto business 
in California as of February 1. 

The Indemnity’s announcement speci- 
fies that on new business on and after 
February 1 and on renewals on and after 
April 1 the company will pay 10% com- 
mission on Class 2 private passenger 
risks in the five boroughs of New York 
City; 15% on all other risks (except 
public passenger and long haul); will 
make no change in commission on public 
passenger and long haul risks. 

A reduction to 10% on Class 2 risks 
located elsewhere in New York state will 
also be made, but there will be no state- 
wide change on other auto risks. The 
company also advises: 

“On risks eligible for premium dis- 
count plans and subject to graded com- 
missions, the graded schedule of com- 
mission allowances will be~ continued, 
provided that the rates of commission 
stated above shall be the maximum rates 
payable. 

“There is no change in the scale of 
commissions applicable to physical dam- 
age coverages.” 

Crum & Forster Group advised its pro- 
ducers that effective February 1 Class 2 
risks in New York will take 10% com- 
mission on new business and on renewal 
business March 1 

Norwich Union’s United States man- 
ager, J. M. Kidd, in a special memor- 
andum stated that the critical experience 
through which the insurance industry is 
passing in the auto insurance field “de- 
mands a complete examination of funda- 
mental economics with attention to the 
readjustment of automobile commis- 
sions,” 

He said: “The adjustment of commis- 
sions cannot be done in one place or 
another but ineluctably across the whole 
country.” 





COMM. BENNETT ON AUTO RATES 

Indicating the probability of automo- 
bile insurance rate increases in his state, 
lowa Insurance Commissioner Oliver P. 
Bennett, said recently: “We hate to do 
this. Casualty companies, however, are 
substantaially in the red on their 1957 
business. We are faced with the stern 
realities in this situation.” 





ren B. Magnuson (D.-Wash.) and rank- 
ing minority member John W. Bricker 
(R.-Ohio). It is expected to be intro- 
duced in the House by Merchant Marine 
Chairman Herbert C. Bonner (D.-N. C.). 
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They may bring you a mejor ewerd-plus 
national and local recognition-in the 
6” Annual LAC. Awards Program. 


Noite to Charles K. Oaks, Jt, LAL. Awards 
Chairmen, 700 Main Street Hartford, Connecticut 


THE INSURANCE ADVERTISING CONFERENCE 


Holdings of Century Shares 
Trust, Boston, at Year-end 


Century Shares Trust, a mutual fund 
in Boston, which specializes in insurance 
and bank stocks, reports for the six- 
month period ending December 31, 1957, 
the following portfolio changes: 

Sold 2,000 shares of United States F. 
& G. and now owns 13,000 shares; sold 
2,100 shares of Aetna Casualty & Surety 
and now holds 8,700 shares; sold 2,300 
shares of Aetna Insurance Co. and now 
holds 3,500. 

Purchased 14,200 shares of Continental 
Insurance and now owns _ 56,800; pur- 
chased 6,800 shares of Federal Insurance 
Co. and now holds 29,000; sold 3,150 
shares of Fire Association (Reliance) 
and now holds 5,600. 

Purchased 2,500 shares of Home Insur- 
ance of N. Y. and now holds 19,500 
shares; sold 8,200 shares of National 
Union Fire and now holds 7,000. : 

Purchased initially 10,000 shares of 
Commonwealth Life of Louisville; pur- 
chased 1,000 shares of Life Insurance of 
Virginia and now holds 4,000 shares, and 
purchased 1,000 shares of Employers’ 
Group Associates of Boston and now 
holds 15,000 shares. 





Continental Cas. Veteran 


Goes Into Semi-Retirement 

Cashier Alexander Baum of Continen- 
tal Casualty who has been with the com- 
pany since 1912, has gone into 
retirement. Mr. 
heart attack last July finds it necessary 
to restrict his activities. J. I. Mertz, vice 
president and comptroller, had this to 
say about it: “We are happy that Alex 
has agreed to stay with us on a consult- 
ing basis, so we can receive benefit of 
his long experience.” 

Joseph N. Zysko, manager of the com- 
pany’s payroll department, who will re- 
place Mr. Baum, joined Continental Cas- 
ualty in 1954 as internal auditor. New 
payroll department manager is Donald 
Thornton. 


semi- 


3aum who suffered a 





Baltimore C. & S. Club 


Robert A. Wright, Maryland Casualty, 
has been elected president for 1958 of 
the Casualty and Surety Club of Balti- 
more, Inc. Other officers elected are: 
Vice President, A. C. Bentz, New Am- 
sterdam Casualty; secretary, R. Glover 
Bauer, Jr.; U. S. Fidelity & Guaranty, 
and treasurer C. M. Snyder, New Am- 
sterdam Casualty. 





In Our 37th* Year of Business We're Proud 
To Announce An 


INCREASE 


IN SERVICE 


Now, we are extending our Service and Facilities to Reinsurance 
Companies and Reinsurance Brokers . . . in addition to Insurance 


Companies, Agents & Brokers. 


Call or wire us for Unexcelled World-Wide Service! 


*W. Harold Leonhart, President, 


Entered Business February 13, 1921. 


Loonhart and Company, Ine. 


SOUTH & WATER STREETS SARATOGA 7-3500 
BALTIMORE 3 


27 WILLIAM STREET | HANOVER 2-6384 
NEW YORK 5 
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C. R. Howell Grants 
Auto Rate Increases 


FOR FEBRUARY 5 IN NEW JERSEY 


Nat'l Bureau Rates Up 14.1%, Mutual 
Bureau Gets 8.5% Increase; NAUA 
Physical Damage Up 7.21% 


New Jersey Commissioner of Banking 
and Insurance Charles R. Howell, grant- 
ed new automobile rate revisions last 
week. February 5 is the effective date. 
The effect of the decision is that drivers 
in New Jersey will pay from $7 to $15 
more for minimum liability coverage, 
and another $4 to $10 per annum for 
collision protection. 

In a statement Commissioner Howell 
said: “My efforts have been to hold the 
rate increases to the absolute minimum 
necessary, but to allow what is fully 
warranted in order to keep the compa- 
nies solvent and capable of continuing 
to underwrite risks in New Jersey at 
rates fair both to the public and the 
industry. ‘ 

“There has been no net increase in 
auto liability rates in New Jersey since 
1952, and in the case of physical dam- 
age, the present rates including the cur- 
rent increase, will be 12.8% lower than 
five vears ago.” 

Filings were made earlier last year 
and were the subject of a public hear- 
ing. The New Jersey Department actu- 
aries after further study indicated sev- 
eral factors in the filing which, they 
considered, might be the basis for a 
reduction of the increases sought by the 
National Bureau of Casualty Under- 
writers and the Mutual Insurance Rat- 
ing Bureau. 


Division of N. J. Auto Business 


Following these moves Mr. Howell 
now grants National Bureau revisions of 
14.1% up, instead of the original filing 
for 17.4%. National Bureau member and 
subscriber companies in New Jersey 
write about 45% of the state’s bodily 
injury and property damage liability. 

The Mutual Bureau, which writes 
about 10% of New Jersey automobile 
insurance, has been granted a statewide 
average increase of 8.5%. The original 
MIRB filing was for a 10.4% increase. 

The National Automobile Underwrit- 
ters Association is being granted an in- 
crease of 7.21% for automobile physical 
damage insurance. 

The New Jersey male driver under 25 
years will now be subject to increases 
of from $26 to $36, with corresponding 
increases for collision insurance. 

It is reported that “independent” 
companies (such as Allstate and State 
Farm) are also eligible for increases. 
The National Bureau (147 companies) 
writes about $30 million in policies per 
annum in New Jersey. The non-bureau 
companies write about the same dollar 
volume as the National Bureau, $30 
million. 

New Jersey is divided into 20 liability 
areas and six physical damage territories 
for rate purposes. 





Propose Industrial Comp. 
Rating Schedule Changes 


Recommendations for the revision of 
the Industrial Compensation Rating 
Schedule for workmen’s compensation 
insurance have been filed with Califor- 
nia Insurance Comissioner F. Britton 
McConnell by the ‘California Inspection 
Rating Bureau. In its communication to 
the Commissioner the California Rating 
Bureau states that changes in manu- 
facturing industries, including the de- 
velopment of new processes and equip- 
ment in the years since original adop- 
tion of the Schedule Rating Plan of 
1924, have created a need for moderniza- 
tion and improvement of the plan. 

The proposed changes are the result 
of study extending over a period of years 
by staff and several technical commit- 
tees of the Bureau. The Insurance Com- 
missioner plans to hold public hearings 
soon in San Francisco to consider the 
ae changes, the dates to be set 
ater. 


ROBERT R. HUME 


As announced in The Eastern Under- 
writer last week Robert R. Hume has 
been promoted to general counsel and 
secretary of the Seaboard Surety of New 
York. He joined this company six years 
ago as an attorney in its claim and legal 
department after 19 years with American 
Surety. 





Two New Booklets to Remind 


Motorists of Careful Driving 


On the theory that the smallest mis- 
takes can cause the biggest accidents, 
the Association of Casualty & Surety 
Companies has just published two book- 
lets, in two colors, intended to remind 
drivers of “small” but basic principles 
of driving. 

One booklet, “You’re in the Driver’s 
Seat,” re-emphasizes the need for mo- 
torists to be able to identify traffic signs 
and signals instantly by their shape and 
color and to heed the sign’s message. 
The other booklet, “Expressways Can 
Be Safeways,” looks at the potentially 
hazardous features of turnpike driving 
and gives a quick refresher course on 
fundamental laws of physics and com- 
mon sense which, when observed, will 
keep those potential hazards from de- 
veloping. 

Thomas N. Boate, manager of the 

association’s accident prevention depart- 
ment, said that “forgetting” or ignoring 
the basics covered in the two leaflets 
may be responsible for as much as 90% 
of all automobile accidents today. 
_ These leaflets are a part of the con- 
tinuing accident prevention services pro- 
vided by the association on behalf of 
its 135 capital stock casualty and surety 
member companies. They are available at 
cost from the association’s accident pre- 
vention department, 60 John Street, New 
York 38, N. Y. 
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NEW EXECUTIVE APPOINTMENTS 





In Transamerica Group Affect A. J. 
Maguire, W. L. Greenway, R. R. 

Rounds, F. W. Connelly, K. J. Stoike 

A. J. Maguire, vice president of the 
home office, of Transamerica Group has 
been appointed executive head of the 
business development program for all 
the Group. At the same time John A. 
Steel, president, announced other major 
executive appointments. 

Vice President and Secretary William 
L. Greenway will take over supervision 
of the field force and agency plant in the 
New England, Middle Atlantic and 
Southern states, R. R. Rounds, resident 
vice president and manager, Atlanta of- 
fice, advances to vice president and 
transfers to Philadelphia. 

Robert D. Hardwood, assistant man- 
ager, Atlanta, is promoted to manager 
there. Vice President George H. Garner, 
former manager in Skokie, is promoted 
to the home office in San Francisco, 
with executive responsibilities. He is 
succeeded by Kenneth J. Stoike, who 
advances from assistant manager in 
Skokie. Andrew J. Polarek has been 
promoted to assistant manager and will 
continue to supervise field activities of 
Skokie office. 

Frank W. Connelly, assistant secretary 
of the Manufacturers Casualty, has been 
promoted to the home office to take 
over responsibilities in heading the Cas- 
ualty Department of the group. He 
leaves the Skokie Office where he was 
underwriting manager for the Muid- 
west. 





Geo. Hurley Retires After 
38 Yrs. With America Fore 


George B. Hurley, attorney and claims 
manager for America Fore in Albany 
retired recently after 38 years service. 
Mr. Hurley, who was given a testi- 
monial dinner, is a past president of the 
Albany Claim Managers’ Council and 
the Claim Men’s Association of Albany. 

He is also a member of the county 
and state bar associations. Born in 
Warrensburg, Mr. Hurley graduated 
from Albany Law School in 1916. After 
World War I army service he joined 
Fidelity & Casualty of New York, now 
one of the America Fore Group com- 
panies. He has been with the Group 
ever since. 
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MIRB Raises Rates for 


Commercial Cars, Garages 
Revised automobile liability insurance 
rates for commercial automobiles in nine 
states and for Division 1 garage risks 
in 13 states are announced by the Mu- 
tual Insurance Rating Bureau on behalf 
of its member and subscriber companies, 
The revised rates which vary by classi- 
fications and territory are effective Jan- 
uary 15. 

The revised commercial car rates are 
effective in Arkansas, District of Co- 
lumbia, Georgia, Maine, Nevada, Ney 
Mexico, Pennsylvania, Vermont and 
Wyoming. The revised rates for Divi- 
sion 1 garage risks are effective in Dela- 
ware, District of Columbia, Georgia, 
Maine, Maryland, Nevada, New Mexico, 
Oregon, Pennsylvania, South Dakota, 
Utah, Vermont and Wyoming. 

As a result of this revision, automobile 
liability rates for commercial vehicles 
are increased in eight states. The state- 
wide average increase in rates is 8% 
in Arkansas, 1% in the District of Co- 
lumbia, 20% in Georgia, 8% in Maine, 
12% in Nevada, 8% in Pennsylvania, 11% 








in Vermont and 10% in Wyoming. For 
New Mexico, an average decrease of 
13% becomes effective. 

For Division 1 garage risks, the re- 
vision produces increases in rates’ for 
all 13 states. The average increase is 
11% in Delaware, 23% in the Distric: 
of Columbia, 18% in Georgia, 20% in 
Maine, 15% in Maryland, 9% in Ne- 
vada, 8% in New Mexico, 13% in Ore- 
gon, 8% in Pennsylvania, 13% in Sout! 
Dakota, 25% in Utah, 16% in Vermont 
and 14% in Wyoming. 

Division 1 garage risks include auto- 
mobile sales agencies, repair shops, serv: 
ice stations, storage garages and_ public 
parking places where coverage is afford- 





ed for the insured’s premises and opera: 
tions; and the ownership, maintenance 
and use of any automobile in connectiow 
with the business. 


Nuclear Energy Exclusion 


Order Issued by Tex. Dept 


William A. Harrison, Texas Commis- 
sioner of Insurance, issued on January |! 
the following special order pertaining t' 
nuclear energy liability exclusion et 
dorsement. 

Endorsement 158 A “Nuclear nergy) 
Liability Exclusion Endorsement (Broaé 
Form)” is hereby prescribed, effective 
March 1, 1958, and is to be attached t0 
ali policies, effective on and after thal 
date, which afford automobile liability 
insurance including garage liability cov 
erage except the famly automobile po 
icy. 

Endorsement 158C Nuclear Energy 
Liability Exclusion Endorsement (Lim 
ited Form) is to be attached to the 
family automobile policy, and with the 
consent of the insured it may be #& 
tached to other automobile liability po 
icies outstanding as of March 1, 19% 
Its provisions must be made a part 0 
any family policy which affords aute- 
mobile liability insurance effective on am 
after June 1, 1958. With the consent 
the insured, it may also be attached 
outstanding family policies on and alte! 
March 1, 1958. 

“For policies with an effective date 
and after March 1, 1958, other than fat 
ily policies, Endorsement 158 A_ mus 
be attached.” 
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National Bureau Auto Ins. Revisions 


In Indiana, N. & S. Dakota, W yoming 


Revised automobile rates were an- 
nounced effective January 29 in four 
states by the National Bureau of Cas- 
ualty Underwriters. The revisions are 
for Indiana, North and South Dakota, 
and Wyoming, and are for liability in- 
surance. 

The following are details of the lia- 
bility revisions: For cars without male 
drivers under 25 in Indiana, increases 
range from $3 to $13, according to the 
usage of the automobile. Unmarried 
male under-25 rates increase in range 
from $12 to $32. Rate increases rang- 
ing from $4 to $19 will apply to cars 
operated by married men under age 
25 and ‘family cars’ with male operators 
under age 25 in the home. Private pas- 
senger cars used for business receive 
increases ranging from #4 to $19. 

Revision in North Dakota 


In North Dakota cars without male 
drivers under 25 receive increases of $12 
in Fargo and vicinity and $5 in the re- 
mainder of the state. In Fargo under- 
25 male drivers will pay $49 more with 
this revision and $22 elsewhere in the 
state. 

Married men under 25 have a better 
car-driver record. Nevertheless family 
cars with male operators under 25 do 
receive a $22 increase in Fargo, and $9 
elsewhere in North Dakota. Private 
passenger cars used for business are 
subject to a $15 hike in Fargo and $4 
in the remainder of the state. 

Cars not used for business (or used to 





American Group Name Goetz 
Philadelphia Bond Manager 


John A. Goetz has been transferred 
from Houston and named bond manager 
of the Philadelphia branch office of the 
American Group. John F. Rougagnac, 
Jr. has been named to succeed Mr. 
Goetz as bond manager in Houston. Mr. 
Goetz, a graduate of the University of 
Baltimore Law School, began his career 
in 1935 in the home office bond depart- 
ment of the U. S. F. & G. at Baltimore. 
He remained in underwriting until 1942 
when he entered the United States Navy. 
Following his release from active duty 
in 1946 he was advanced to bond special 
agent for the company. In 1951 he 
jomed Maryland Casualty as bond man- 
ager at Houston. He joined American 
Automobile in 1955 as bond manager at 
the Houston Branch. 

Mr, Rougagnac graduated from Texas 
A. & M. in 1946. He was associated with 
the Veterans Administration until 1950, 
when he rejoined the United States Air 
Force for three years. In 1953 he be- 
came a special representative for Fidelity 
& Deposit and in 1954 was employed by 
the U. S. F. & G. Company as super- 
intendent of the bond and_ burglary 
department at Houston and San Antonio. 


4 


F, & D. and F. & C. Share in 
$110,000 Payoff to Ky. Bank 


What is believed to be the largest 
holdup loss in Louisville’s history was 
recently settled in full with the presen- 
tation of two checks, totaling nearly 
$110,000, to Lee P. Miller, president of 
the Citizens Fidelity Bank & Trust Co. 

hese checks represent the amount 
Stolen from one of its branches by two 
gunmen last month. 

‘The insurance companies on the line— 
Fidelity & Deposit and Fidelity & Cas- 
ualty—are represented in Louisville by 
Harold R. McLean, claims attorney for 
F. & D.; John A. Nichols, Jr., claim ad- 
juster for F, & C., and L. F. Bosler, 
vice president of Citizens Fidelity In- 
Surance Co., local representative of F. & 

Settlement by these companies was 
e y4coneidentally, on Friday, Decem- 
er 13, 


travel to work a distance of less than 
i0 miles) will have rates increased $4 
in Sioux Falls and vicinity and $1 in the 
remainder of the state. If used for more 
than 10 miles to work travel this car 
rate increases $4 in Sioux Falls and $3 
elsewhere. 

Cars owned by unmarried under-25 
male drivers in South Dakota are subject 
to a $10 increase statewide. “Family 
cars” with an under-25 male driver will 
have liability increase of $6 in Sioux 
Falls and $2 elsewhere. 


Some Level-Off in Wyoming 


In Wyoming rates remain unchanged 
for cars without male drivers under 25, 
and which are not used to go to work 
and travel a distance of less than 10 
miles. Unmarried male under 25 risk 
rates increase $10 in Casper and Chey- 
enne areas and $8 in the rest of the 
state. Cars owned or operated by mar- 
ried men under 25 and family cars with 
a male under-25 driver are increased $2 
statewide. Notably, private passenger 
cars used for business the rates in 
Wyoming are reduced. 


25-Year Plaques Go To 
Hartford A. & I. Agencies 


Thirteen agencies of the Hartford Ac- 
cident & Indemnity were awarded spe- 
cial anniversary plaques in January: in 
recognition of their having represented 
the company with distinction for 25 
years, 

Plaques were presented to Warren & 
Brimgerry, Inc., Albany, Ga.; Goldsboro 
Insurance and Realty, Goldsboro. N. 
Carolina; Donaldson & Donaldson, Mor- 
ristown, Tenn.; Lampson & Co., Wash- 
ington, D. C.; Fraser Brothers, Perth 
Amboy, N. J.; Frederick W. Bieler, East 
Greenville, Pa.; The Woodring Roberts 
Corp., Bethlehem, Pa.; Norman H. Rigel, 
Beaver Springs, Pa.; The Wright- 
Russell & Bay Co., Toledo, O.; Harring- 
ton-Hoch, Inc., Richmond, Ind., Barron 
County Agency, Inc., Barron, Wisc.; 
Clarence M. Livingston, Spokane, Wash., 
ro lain Grove Realty, Pacfiic Grove, 
Calif. 





PREPARING FOR RATE REVISION 

Bernard Hamilton, manager, Compen- 
sation Rating and Inspection Bureau of 
New Jersey, has advised memher com- 
panies that compilation of experience for 
the 1958 revision of compensation manual 
rates is now in progress. It is scheduled 


for July 1. 


Four Insurance Men to Be 
Safety Convention Chairmen 


Several insurance men, experts in the 
safety field. have been named chairmen 
for specific phases of the 28th annual 
safety convention and exposition of 
Greater New York Safety Council, set 
for April 14-19 at Hotel Statler, New 
York. 

Arthur F, Fuller, supervising engineer 
in New York of the Aetna Insurance 
Group, will be in charge of arrange- 
ments; Edward <A. Fullarton, senior 
engineer in the New York area for The 
Travelers, will handle exhibits; James 
F. Van Namee, director, engineering and 
research division of Association of Cas- 
ualty & Surety Companies, is program 
chairman and Thomas H. Appert, super- 
vising engineer, General Accident for this 
area, will direct promotion of the con- 
vention and exposition. 

Paul F. Stricker, executive vice presi- 
dent of the Council. will be in charge 
of convention adminstration while Lewis 
R. Morrison is general chairman of the 
convention. 





ALLSTATE BUYS PHILA. SITE 

Allstate has acquired title to a 20-acre 
plot in Tredyffrin Township in the Phil- 
adelphia suburban area as the site for 
a company-owned office building to 
house its Philadelphia regional office. 
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All American L. & C. Honors Its 


Leading Producers For 1957 





Mrs. John N. Metropulos (left) receives 








a check from President E. E, Ballard 


of All American L. & C. as Mr. Metropulos (right), Agency Builder of the Year, 


looks on. 
For the second successive year, John 
N. Metropulos, Mt. Prospect, IIl., earned 


the coveted President’s Award of All 
American Life & Casualty, presented an- 
nually to the producer who does the most 
outstanding job of agency building for 
the company. 

In presenting the award to Mr. Metro- 
pulos, President E. E. Ballard revealed 
that the J. N. Metropulos Agency wrote 
approximately pny og face amount 
of life and $100,000 in A. & S. premiums, 
leading the company, His total paid first 
year premiums were $314,612. In addi- 
tion to his record production, Mr. Metro- 
pulos conducted a strong recruiting and 
training program during 1957 and added 
16 full time men, 


Robert M. Nolan of the Robert K. 
Riley Agency, Gary, Ind., was named 
“All American of the Year” in recogni- 


tion of having the greatest amount of 
business during 1957. It was the second 
year Mr. Nolan has led the entire field. 
Mrs. Nolan was presented with a beauti- 
ful mink stole, the grand prize won by 
her husband in the company’s recent 
“Spin to Win” sales campaign. 

These awards were made at the com- 
pany’s district meeting January 17-18 in 


the Georgian Hotel, Evanston and was 
attended by over 100 agency representa- 
tives from Illinois and Indiana. 


Representatives from Illinois and Indi- 
ana who earned their memberships in the 
President’s club and All American club 
were honored at the awards dinner. Pres- 
ident E. E. Ballard commended this 
group who contributed greatly to the 
company’s 1957 production. Though a 
goal of $77,500,000 combined volume had 
been set, the field force went over the 
top with $81,231,928, which figure is based 





Kentucky Liability Bill 


A bill just introduced in the Kentucky 


Legislature would excuse owners of 
motor vehicles from liability for non- 
paying guests riding with them. 

Under the bill suits for death or in- 


juries would be permitted only when the 
passenger had served actual notice of 
his intention to institute legal action in 
case of an accident. 

The bill would have no effect, how- 
ever, where reasons for damages stem 
from gross negligence or wanton or 
willful misconduct on the part of the 
operator. Sponsor of the bill is Sen. 
Clyde S. Howard (D.) 





M. J. PITRE OF F. & C. ELECTED 


M. J. Pitre, nominated by the Asso- 
ciation of Casualty and Surety Cos., has 
been elected a director of American 


Standards Association. Mr. Pitre is vice 
president of Fidelity & Casualty Co. of 
New York. 


on assumption that $30 of A. & S. premi- 
um is the equivalent of $1,000 of* life 
insurance, 












| A TREASURED OIL PAINTING | 
_ OF THE ONE YOU LOVE is 


Now you can have a beautiful portrait in vibrant oil colors by one 
of our professional artists. This life-like 12 x 16 painting, handsomely 
framed in limed oak, will become a cherished possession. 

Here's all you do. 
color description of eyes, 
few short weeks you will receive your portrait. 
Please send check or money order. 


ED LURIE, bep:. cu 


67 Warren St., Roxbury, Mass. 


Send us a snapshot (any size), with complete 
hair, clothing and_person's age. In a 


$9500 


Postage prepaid. 











Mutual Bureau to Appeal 
Auto Rate Refusal in Court 


The Mutual Insurance Rating Bureau 
announced last week that it will ask the 


courts to review the decision of the 
New York Insurance Department disap- 
proving its filing for increased automo- 
bile liabiiity rates. Joseph M. Muir, 
general manager of the Mutual Bureau, 
stated that an immediate court appeal 
is necessary if the companies are to ob- 
tain relief from the inadequate auto- 
mobile liability rates effect in 


New York. 


now in 
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Protection 
Nieeded 


Most people carry fire insurance—but about 75 per cent 
of the families in the United States haven't a penny’s 
worth of theft insurance. Yet there are many more 


thefts than fires. 


Think of the tremendous opportunity this gives you 


for the sale of new business! 


You can cash in on the opportunity more 
consistently if you can pave the way for interviews by 
sending out a circular like Zurich-American’s “What 


Have You Got to Lose?” 


The Zurich-American field man will be glad to show 
you a copy of this and other sales aids—and also 


show you why Zurich-American producers 


agree that business is good. 


Zurich Insurance Company 





American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 








N. Y. SURETY MANAGERS ELECT 





William J. Flaherty, James F. Joyce, 
Rankin Martin and Donald F. 
Harned to Exec. Committee 
Four new members were named to the 
executive committee of the Surety Man- 
agers’ Association of the City of New 
York at its monthly meeting, January 


27 at the Drug & Chemical Club, New 
York, They are: William J. Flaherty, 
Aetna Insurance Group; James F. Joyce, 


Phoenix Indemnity; Rankin Martin, 
Standard Accident and Donald F. 
Harned, Travelers Indemnity, who is also 
secretary-treasurer of the association. 


Other executive committee members 
are: George F. Avery, United States 
Fidelity & Guaranty; Tracy A. Clute, 


Royal Indemnity; James R. Hillas, Fidel- 
ity & Casualty; Harry F. O’Malley, 
Aetna Casualty & Surety, and Michael 
A. Verdrose, Great American Indemnity. 

Also Samuel M. Williams, Jr., Mary- 
land Casualty, president of the associa- 
tion; Fred J. Kehrli, Hartford Accident 
& Indemnity, vice president, and Guy 
E. Conrath, American Insurance Group, 
immediate past president. 

Committee chairmen were named for 
the ensuing year as follows: Contract 
bond committee, S. Capotosto, Hartford 
Accident & Indemnity; court and probate 
committee, Thomas T. Carmick, The 
Fund Insurance Cos.; ; and publicity com- 
mittee, David Porter, Surety Associa- 
tion of America. 


Standard Accident Advances 
G. L. Sullivan to Asst. Mer. 


George L. Sullivan, CPCU, who joined 
Standard Accident as a messenger in 
1937, has just been appointed assistant 
manager of the companies’ recording 
department. Mr. Sullivan was_ trans- 
ferred to the tabulating section in 1941. 
After World War II Army service in 
1946 he received special training on the 
tabulating machines and was made su- 
pervisor of the section in 1947, 

In 1955 Mr. Sullivan was assigned to 
study the application of electronic equip- 
ment and integrated data processing 
techniques to company records and their 
use. He received the Chartered Prop- 
erty and Casualty Underwriters designa- 
tion in 1952. 


NOW HEADS FARMERS CASUALTY 

Wiliam Bowles was elected president 
and agency supervisor of the Farmers 
Casualty, Des Moines, at its annual 
meeting. Retiring president is C. N. 
Rogers, who becomes chairman of the 
board. Guy Maxwell was re-elected vice 
president and George Bowles secretary- 
treasurer. 


N. J. Surety Assn. Officers 


The following are the 1958 officers of 
Surety Underwriters Association of New 
Jersey: President, H. Rankin, Jr., Amer- 
ican Surety; vice president, Angus Gib- 
son, Maryland Casualty; treasurer, 

A. McLaughlin, Home Indemnity, and 
secretary, E. I. Morris, American Surety. 


ST. PAUL F. & M. STAFF MOVES 
Roy H. Nelson, special agent, fidelity 
and surety department, St. Paul Fire 
& Marine, is being transferred from the 
home office to Denver where he will oc- 
cupy a similar position. Gordon Mc- 
Nabb has been appointed special agent 
in the eastern Virginia field where he 
will assist State Agent W. Andrew 
Sale, with headquarters in Richmond. 
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J. H. Smith Strongly 
Opposes Metcalf Bills 


CHIEF SPOKESMAN AT ALBANY 








Warns That If Measures Become Law 
They Will Raise Cost of Health 
Insurance to New Yorkers by 40% 





J. Henry Smith, president of the 
Health Insurance Association of Amer- 
ica, was the. chief spokesman for the 
A. & H. and life insurance industry 
yesterday (January 30) at the public 
hearing in Albany called by the Joint 
Legislative Committee on Health Insur- 
ance Plans (Metcalf Committee) which is 
sponsoring four insurance bills strongly 
opposed by the A. & H. and life insur- 
ance people. 

Mr. Smith, who is vice president and 
executive assistant of the Equitable Life 
Assurance Society, appeared before the 
committee on behalf of the American 
Life Convention, Health Insurance As- 
sociation of America and Life Insurance 
Association of America. Indicating vital 
reasons why the Metcalf bills should 
not be passed by the Legislature, he 
predicted that if they did become law 


the cost of health insurance to New 
Yorkers would be increased by as much 
as 40%. 


Among other insurance executives who 
testified before the Metcalf Committee 
were Don Cody, New York Life; Berke- 
ley Cox, Aetna Life; Milton Ellis, Met- 
ropolitan Life; John G. Kelly, Mutual 
Of New York; Don McNaughton, The 
Prudential; Gerald S. Parker, Guardian 
Life, and Don Whitehead, John Han- 
cock Mutual Life. 


Calls for Realistic Approach 


In his statement Mr. Smith called for 
a realistic approach to the broadening 
of health insurance benefits. “What will 
the people do who now have individual 
(health) policies and are informed their 
premiums have been increased by 40% ?” 
he asked. “Many will drop their policies 
and certainly there will be less rather 
than more individual policy protection. 

“Over four million more New Yorkers 
now have health insurance protection 
than five years ago,” he continued. “The 
remarkable growth of voluntary health 
Insurance could only have been achieved 
within a framework of a free and liberal 
environment.” 

In providing continued coverage to the 
older citizens, Mr. Smith said, the Met- 
calf bills would have just the opposite 
effect from their announced intentions. 
With the resultant hikes in over-all 
health insurance costs, employers would 
he increasingly reluctant to take on the 
high cost of health care plans for their 
retired workers. ’ 

Prediction was also made by Mr. 
Smith that “the mandated conversion 
Privilege ... would tend to discourage 
the hiring of older New Yorkers  be- 
cause of the resulting increases in the 
cost of Group employe health programs.” 

e further felt that the Metcalf bills 
would put a stop to any further estab- 
lishment of direct employer participation 
plans. The conversion option, made man- 
datory by these bills which transfer pro- 
tection from the Group to an individual 
policy, by itself gives no assurance of 
coverage for all pensioners, Mr. Smith 
declared. 

Without the continued financial sup- 
Port of their employers many individuals 
Would be unable to afford to convert 
their health insurance, he emphasized. 


Conversion Provisions Not Final Answer 


Mr. Smith further said that conversion 
Provisions are not the final answer to 
Catrying health insurance after retire- 











ment. “The answer,” he explained, “lies 
in continuing retirees under a Group 
policy. However, to provide protection 
upon termination of employment about 


one-third of all New York employes 
already benefit from voluntarily adopted 
conversion privileges. There is no sug- 
gestion of a slackening in the further 
rate of growth,” he added. 

Mr. Smith then emphasized that all 
the benefits sought by Senator Metcalf 
under mandatory terms are presently 
available on a voluntary basis. He asked: 
“Wouldn’t it be ironic if the bills cham- 
pioned so strongly by persons who pro- 
fess to want to help and preservé the 
voluntary health insurance system above 
all else should lead to compulsion and 
the end of the voluntary system?” 

Denying temporary health insurance 
to many New Yorkers who may demand 
the advantages of Term insurance, the 
speaker continued, infringes, on the right 
ot citizens to select the protection they 
may need for their individual needs. 

He warned the Metcalf Committee 
that “your proposals force onto the peo- 
ple of this state only certain and rather 
high cost policies to the exclusion of 
all others. By legislating out of exis- 
tence low cost Term health insurance 
protection, which our experience shows 
many people demand, you will restrict 
rather than extend health insurance.” 

Further state regimentation in health 
insurance operations was cited as one 
of the most immediate results of the 
Metcalf bills if they were to become 
law. “These bills will not benefit the 
people of New York State,” Mr. Smith 
reiterated. “Rather they will work to 
the detriment of all our people.” 

Concluding his statement he said: 
“We have shown that the proposed bills 
will not benefit labor; they will not 
benefit industry; they will not benefit the 
senior citizens; they will not benefit the 
active workers; in fact, there is not one 
segment of the general public that they 
can help.” 

Smith’s Letter in N. Y. Times 


In New York Times, January 25, 
printed a column-long letter from J. 
Henry Smith, in which the HIAA presi- 
dent replied to that newspaper’s editorial 
of January 22, strongly supporting the 
proposals of the Metcalf Committee. 

Mr. Smith pointed out inaccuracies in 
the editorial and demonstrated the pos- 
sible effect of the proposals by limiting 
voluntary health insurance coverage in 
New York State. 

Mr. Smith stated that the editorial 
“leaves many questions unanswered and 
raises many other important ones which 
we in the insurance business feel should 
be answered.” First the letter points out 
that in fact 14,750,000 New Yorkers (nine 
out of ten persons) have some form of 
voluntary health insurance—and not 12 
million as the editorial stated. 

The letter continued: “You also quoted 
the Health Information Foundation as 
saying that ‘in 1952 56% of the nation’s 
population was covered by some form of 
hospital insurance, but only 25% of peo- 
ple 65 and over are so protected.’ In 
1956 the H. I. F. reported 70% of the 
total population, and 41% of those over 
65, have health insurance protection. 

“Insurance companies have made out- 
standing contributions to the over-all 
effort of making more medical care 
financially possible for those who have 
not before been able to buy all forms 
of medical care, including catastrophe 
coverage. Companies provide as ade- 
quate a degree of coverage as the public 
will purchase. 

Protecting Employes 

“Labor and industry rely heavily on 
insurance companies for the health cost 
protection provided for employes as 


(Continued on Page 34) 


Industry Groups Join 
For Metcalf Hearing 


ALC, HIAA, LIAA STATEMENT 





Sees Proposals More Objectionable Than 
Those Last Year; Would Increase 


Cost of A. & H. 





At the public hearing held in Albany 
yesterday afternoon (January 30) on 
four health insurance bills of the Met- 
calf Committee, three industry groups 
HIAA, LIAA and ALC, submitted mem- 
oranda on the probable effects of these 
bills as they are now framed. 

The general impression of the industry 
is that these bills are even more ob- 
jectionable than the ones introduced last 
year. The cost of both individual and 
Group health insurance would be mate- 
rially increased. Contrary to the stated 
objectives of the sponsors, there is a 
widely held view that the bills would 
have a serious adverse effect on the 
amount and quality of health insurance 
available to the people of New. York 
State. The bills would: Reduce the 
number of people insured under individ- 
ually purchased policies; stop the ex- 


tension, and likely eliminate, already 
existing arrangements for continuing 
health benefits under Group policies 


after retirement, thus resulting in less 
insurance on the aged. 

The salient features of each of the 
four bills were outlined in The Eastern 
Underwriter of last week, January 24. 
Following is the effect of the bills as 
seen by American Life Convention, 
Health Insurance Association of Amer- 
ica, and Life Insurance Association of 
America. 

Act 1 ‘of 
posals — 


Metcalf Committee Pro- 


Increase Cost to Insureds 


(1) It would increase the cost of in- 
dividual and family hospital, surgical 
and medical care policies substantially. 
Although at least half of the individual 
and family policies sold are purchased 
by people who wish them for temporary 
needs, such as those who are between 
jobs, all would nevertheless have to pay 
the premiums for lifetime policies. By 
prohibiting low cost Term policies, it 
would place adequate health insurance 
beyond the means of many families, par- 
ticularly those in the middle and lower 
income brackets who need it most. This 
would be exactly analogous to a law 
prohibiting the issuance of Term life 
insurance and requiring that all life 
insurance policies be on Ordinary life 
or higher premium forms. 


(2) It would outlaw most of the life- 
time guaranteed renewable policies now 
being sold in New York, since most 
such policies provide for some reduction 
of benefits at certain ages. 


For example, one company issues a 
lifetime guaranteed renewable major 
medical expense policy with a per ill- 
ness benefit limit of $7,500. This per 
illness limit continues until age 65, but 
thereafter it becomes an aggregate limit 
of $7,500 per covered person. To con- 
tinue similar coverage, this company 
would be compelled under the new law 


(a) to drastically increase the premium, 
thus pricing the policy out of reach of 
its market, or (b) apply the aggregate 
from the policy issue date, thus dras- 
tically reducing the coverage for all the 
policyholders both under and_ over 
age 65. 

Another company offers a guaranteed 
renewable hospital policy which becomes 
paid up for somewhat reduced benefits 
at age 65. This policy would be pro- 
hibited by the proposed legislation. The 
company would either (a) cease the sale 
of the policies, or (b) increase the cost 
and require that the premiums be paid 
even beyond age 65. 


(3) Because of a lack of margin on 
which to undertake these compulsory 
additional risks, a lack of personnel and 
dearth of statistics, small or medium 
sized New York companies might be 


(Continued on Page 33) 









Ins. Dept. Defines 
Group A. & H. Coverage 


IN BILLS TO N. Y. LEGISLATURE 





Also Propose Amendments on Rate 
Charges, Readjustments, Policy Pro- 
visions and Stock Co. Participating 

Policies 





The bills being introduced to the New 
York Legislature by the Insurance De- 
partment include a number relating to 
accident and health insurance which are 
of particular significance. They include 
amendments to the Insurance Law 
to the definition of Group A. & H. cov- 
erage; provisions authorizing stock A. 
& H. companies to issue participating 


insurance policies; standard provisions 
of Group or blanket A. & H. policies; 
rate re-adjustments under Group po!- 
icies; individual A. & H. policy pro- 
visions, and rate charges for A. & H. 
insurance. 

Following are memoranda issued hy 
Insurance Superintendent Leffert Holz 
in connection with the individual acts: 

In relation to A. & H. Insurance Bus- 
iness—Neither Article IX-A of the In- 
surance Law, which deals with the regu- 
lation of accident and health insurance 
companies, nor any other article of that 
law, contains any provision authorizing 
stock accident and health insurance com- 
panies to issue participating insurance 
policies, similar to the provisions of Sec- 
tion 314, which sanctions the issuance 
of participating policies, including those 
providing accident and health insurance 
by stock casualty insurance companies. 

In order to supply this omission, it is 
proposed to renumber subsection 4 of 
Section 193 as subsection 3 and amend 
its provisions to make Section 314 ap- 
plicable to stock accident and health in- 
surers authorized to do business in this 
state. 

Subsection 4 is to be renumbered for 
the reason that in another Department 
measure it is proposed to enact a new 
Section 46-a to take the place of sub- 
section 3 of Section 193 and repeal the 
latter. 

Definition of Group A. & H.—Subsec- 
tion 5 of Section 221 of the Insurance 
Law presently permits a policy of Group 
accident, Group health or Group acci- 
dent and health to include provisions 
for payment of expenses on account of 
hospitalization or medical or surgical aid 
for the person insured, his spouse, his 
child or children, or other persons chiefly 
dependent upon him for support and 
maintenance. There is no express pro- 
vision in the subsection authorizing the 
continuance of such dependent coverage 
after the exhaustion of benefit rights to 
the employe or after the death of an 
active or inactive employe. 


as 


Approves Continuation of Benefits 


Since it may be impracticable for 
such dependents to obtain hospitalization 
and medical expense coverage upon ter- 
mination of coverage under a Group 
policy, there is a desire on the part of 
employers and unions to continue such 
coverage. Since the Department con- 
siders it to be in the public interest to 
permit the continuance of such benefits 
in Group insurance policies, it has ap- 
proved forms containing ‘such continua- 
tion of benefits. 

In order to remove any doubt as to 
the propriety of such continuation of 
benefits, the Department proposes an 
amendment to subsection 5 of Section 
221 of the Insurance Law, declaring that 
any such policy may provide for the 
continuation of such coverage or any 
part or parts thereof after the exhaus- 
tion of the benefit rights of an em- 
ploye or the death of an active or re- 
tired employe. 

Provision of Group A. & H. Policies— 
The Department proposes. clarifying 
amendments to paragraphs (a) and (b) 
of subsection 1 of Section 162, relatin: 
to the standard provisions prescribed for 


(Continued on Page 34) 
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Rauwolf Sees 1958 As 
One Of Best Years 

FOR NORTH AMERICAN ACCIDENT 

Preliminary 1957 Reenat Sees $16 Million 


A. & H. Premiums, $150 Million 
Life in Force 





In a preliminary report on 1957 pro- 
duction progress, S. Robert Rauwolf, 


vice president, North American Acci- 
dent, Chicago, announced notable in- 
creases in both accident and_ health, 


and Life in force. 

Indications are that the company will 
report approximately $16,000,000 of A. 
& H. premiums for 1957, an increase 
of close to $1.5 million over the previ- 
ous year. At the same time, Mr. Rau- 
wolf said,-lHfe-msurance in force should 
approach $150,000,000 when the final 
figures are available late in February. 


Progress in 1957 


“1957 was a year of progress, both in 
production and in company administra- 
tion,” Mr. Rauwolf said. “Not only 
did the company effect noteworthy in- 
creases in both A. & H. and Life to 
top the previous year, but it instituted 
certain streamlining programs at the 
home office level that aided our advance. 
Our life department moved into larger 
quarters to permit greater efficiency of 
operation, and our agency department 
staff was reconstituted to achieve closer 
and therefore more productive relations 
with the agents in the field. The full 
effects of these innovations will be felt, 
we are confident, in 1958.” 

Mr. Rauwolf also disclosed that North 
American’s new Group department, cre- 
ated shortly before the close of the year, 
will swing into high gear before the 
end of the first quarter of 1958. At the 
same time, he pointed out, the com- 
pany will shortly announce-a new port- 
folio of life policies and rates. 

“Despite certain transitional phases of 
our operations last year, the Company 
made healthy progress commensurate 
with its 71 years experience in the field,” 
he said. “With the introduction of our 
new life kit and the acceleration of our 
new Group department activities, 1958 
should rank as one of the best years in 
company history.” 


W. T. Bradley Gets New 


Group Post in Nationwide 
Walter T. Bradley has been appointed 
to the newly-created position of Group 
insurance sales manager for Nationwide 
Insurance, effective February 1. He 
started his career with Nationwide as a 
local agent in Hamden, Conn., in 1946. 
He served in various capacities in the 
field and in the home office until 1956 
when he was named director of sales 
training. Mr. Bradley was a navy pilot 
during World War II. 








Nationwide Execs. Attend 
Higher Education Course 


As part of Nationwide’s general pro- 
gram of executive development, two of 
the company’s executives will attend ad- 
vanced management courses at Case 
Institute of Technology in Cleveland. 
They are Donald E. Johnson, vice pres- 
ident underwriting, and G. M. Chesson, 
manager, Tri-State region (Maryland- 
Delaware-D. C.). Messrs. Johnson and 
Chesson will take eight full weeks of 
study spread over a 23-week period. 





To Provide Dental Cover 


Incorporation papers have been filed 
with the Colorado secretary of state by 
the newly organized American Dental & 
Life Insurance Co. according to Robert 
H. Smith, president. 

Mr. Smith, formerly an official of the 
Colorado Insurance Group, Boulder, said 
the new company would provide dental 
insurance covering both anticipated and 
unexpected dental bills, in addition to 
conventional health and accident cover- 
ages. 


National Travelers Life, 
Arley F. Hanson President 





ARLEY F. 


HANSON 


The National Life Co., Arley F. Han- 
son president, and the National Travel- 
ers, Virgil E. Nutt president, both of 
Des Moines, have merged as of Janu- 
ary 1 under the new name of National 
Travelers Life Co., with Mr. Hanson as 
president, Waid J. Davidson executive 
vice president and V. J. Nutt first vice 
president. Both companies have had 
their home offices in Des Moines for 
more than fifty years. National Travelers 
was primarily an accident and health 
company while National Life was ex- 
clusively a life insurance company. 





Phoenix of Hartford 
Enters A. & H. Field 


Loren W. Crooks has been appointed 
superintendent of the newly established 
accident and health division of The 
Phoenix of Hartford Group. This marks 
the companies’ entrance into the acci- 
dent and health field, and is part of The 
Phoenix’ over-all program of offering 
complete multiple-line insurance protec- 
tion through the facilities of the inde- 
pendent local agent. 

The Phoenix companies will commence 
writing A, & H. in Connecticut and 
gradually expand operations throughout 
New England before entering other ter- 
ritories. 

The new division provides loss of time 
insurance for accident and_ sickness, 
accident medical indemnity, accident loss 
of life, accident specified injuries, hos- 
pital, surgical and nursing benefits and 
short term coverage for tourists, sports- 
men, hunters and vacationers. 

An experienced & H. man, Mr. 
Crooks is a graduate of University of 
Connecticut (1940) and in 1952 received 
a B.S. degree in insurance administra- 
tion from Hartford College of Insur- 
ance. He is a World War II veteran, 
having served with the U. S. Army 
Tank Destroyers in Italy. 





New Mass. Protective G.A. 


C. Vance Fulton has been named gen- 
eral agent of a newly established agency 
of the Massachusetts Protective and the 
Paul Revere Life at Pasadena, Calif. Mr. 
Fulton, has served as agency supervisor 
at Pittsburgh for the past two years. 
Previously he had been a national sales 
leader of the companies at Las Vegas. 


A. V. RESONY PROMOTED 
Allie V. Resony was recently promoted 
by Hartford Accident & Indemnity to 
actuary of the accident and sickness di- 
vision of the company’s actuarial divi- 
sion. President Wilson C. Jainsen made 
the announcement. 


Real Danger For Some Companies 


Seen In Metcalf Committee Proposals 


Addressing the breakfast meeting of 
3uffalo Life Underwriters Association, 
last week, Howard A. Austin, Jr., sec- 
ond vice president of The Prudential 
stressed the danger “to the entire struc- 
ture of health insurance coverage in 
New York State ... if pending legisla- 
tion is enacted into law by the general 
assembly.” 

Mr. Austin described as “very seri- 
ous,” the overall effect of the proposals 
of the Metcalf Committee on health 
insurance plans. “Many insurance com- 
panies would find it impossible to con- 
tinue a health and accident business in 
this state,” he said. “Those that con- 
tinued in business would have to set 
premium rates beyond the reach of many 
of the fifteen million persons now en- 
joving protection. 

“Inevitably under these conditions, 
pressure would result for the state gov- 
ernment itself to get into the health 
insurance business,’ Mr. Austin said. “I 
can’t believe New Yorkers want to be 
told what kind of insurance they must 
buy.” 


Phenomenal Growth of Coverage 


The speaker pointed out that hospital 


insurance has increased 1000% since 194], 
surgical insurance 1350% in the same 
period, and, within six short years, ma- 
jor medical coverage has risen a phe- 
nomenal 5000%. 

“This remarkable progress stemmed 
from voluntary action, not government 
legislation,’ Mr. Austin who directs The 
Prudential’s extensive New England and 
upstate New York sales and service op- 
erations, told the gathering. “A good 
example is the protection offered people 
against catastrophic illness, with private 
health insurance paying out an estimated 
4.2 billion dollars in 1957. 


Proper Experimentation Needed 


“The insurance industry’s own goals 
in serving the people with better health 
insurance plans very much parallel those 
of the various sponsors of legislation,” 
Mr. Austin said. “However, we know 
from past experience that progress in the 
field of insurance must rely on actuarial 
soundness and a proper period of experi- 
mentation.” 

He warned that legislation restricting 
activities and further experimentation by 
the insurance industry in broader health 
coverages could produce greater prob- 
lems tomorrow than those we face now. 





Travelers Indemnity Make 


Extensive Appointments 


Travelers Indemnity announces 25 field 
appointments in casualty, fidelity and 
surety, and fire and marine lines. A total 
of 22 field managers have been named 
assistant manager, casualty, fidelity and 
surety, fire and marine. They are: 

Frederick M. Rutledge, Fresno, Calif.; 
Walter J. Shudde, Jr., Los Angeles to 
Long Beach, Calif.; James A. Thobe, 
Los Angeles to Van Nuys, Calif.; Ken- 
neth F. Provost, New Haven, Conn.; 
Maxie D. Jones, Jacksonville to Miami, 
Fla.; N. John Fink, Newark, N. J.; 
William J. Marsh, Charlotte, N. C.; 
Walter D. Stauffer, Pittsburgh, Pa. and 
Frank L. Campbell, Jr., to Lubbock. 

Also, to casualty, fidelity and surety, 
fire and marine: Vincent R. Artz, Har- 
risburgh, Pa.; Leo H. Barlow, Salt Lake 
City; Harry M. Powell, Halifax and 
Roger A. Roy, Quebec. 

In fire and marine, Willard J. Donald- 
son and Keith D. Tibbets have been 
appointed to Los Angeles; Harold M. 
Cole to Denver; Richard W. Faley to 
Hartford, Conn.; James A. Cotter to 
3oston; Alfred P. Josephsen to Newark; 
Donald C. Smith to 80 John Street, 
N. Y. C.; Robert P. Brassel from Colum- 
bus to Dayton, O. and Theodore B. 
Patchen to Independent Square, Phila- 
delphia. 

Three field supervisors in fidelity have 
been appointed to assistant superin- 
tendent; John Hendrix, Jr., Jacksonville, 
Fla.; Willard W. Hubbard II, Detroit 
and Raymond J. Gabel, St. Louis. 


New Minneapolis A. & H. 
Mgr. For Continental Cas. 


Louis C. Morrell, first vice president 
of Continental Casualty has announced 
the appointment of James R. Frye as 
manager of the companys’ Accident and 
Health branch in Minneapolis. Mr. 
Frye joined the company two years ago, 
leaving a position as sales manager for 
an automotive parts business. 

A native of Findlay, Ohio, Mr. Frye 
taught higher mathematics at Findlay 
College, of which he is an alumnus. 
During World War II he served as a 
test pilot and maintenance engineer with 
the U. S. Navy. He was recently given 
special recognition by Continental as 
Branch Man of the Month. The award 
was the result of Mr. Frye’s develop- 
ment of the ECCS Program in the Min- 
neapolis area. 


Colorado A. & H. Officers 


New officers of the Colorado Accident 
& Health Underwriters Association, are 
John Cottrell, Colorado State Life, IAA- 
HU board member and western zone 
chairman; Gene Anderson, Mutual of 
Omaha, president; John Weaver, IIlinois 
Mutual Casualty, vice president; A. L. 
Cooper of Great Eastern Mutual Life, 
vice president; Errol Odor, Mutual of 
Omaha, secretary, and Bill Liebmann, 
Colorado State Life, treasurer. 


Elect Wm. H. Klosterman 


William H. Klosterman, Loyalty 
Group, succeeds William C. Casey, Fire- 
man’s Fund and National Surety, as 
president of Casualty and Insurance Ex- 
ecutives of St. Louis. Other 1958 officers 
are: Vice President, Arthur FE. Hogan, 
Royal-Globe Group, and secretary, Wil- 
liam Crandall, Aetna. 


Buys A. & H. Business 

General Life of Arkansas, Little Rock, 
has purchased all of the outstanding 
accident, health and hospitalization busi- 
ness of Standard Union Life of Mont- 
gomery, Ala, The addition will give 
General Life an annual premium 1 
force of about $1,500,000. The business 
added produce premium income of $400; 
000 annually. C. C. Yost, president, 
General Life, said that Standard Union 
wishes to withdraw from A, & H. fiel 
to devote its efforts solely to develop- 
ment of life business. 


NAMED RHODE ISLAND G.A. 

Richard A. Brown, newly appointed 
Rhode Island general agent for Bene- 
fit Association of Railway Employees, 
reports that applications for representa 
tives throughout the state are being con- 
sidered. Mr. Brown’s appointment was 
announced by the Chicago companys 
John H. Lumley, executive vice prest 
dent. 





ELECT V. J. SKUTT DIRECTOR 

V. J. Skutt, president, Mutual ot 
Omaha and Companion Life, New York, 
has been elected to the board of direct 
ors of Fairmont Foods Co. Fairmont 
Foods, with distribution in 32 states, ' 
one of the largest and oldest frozen 
food and dairy product companies in the 
country. 


AMERICAN SURETY MANAGER 

William P. Walpole has been appoint: 
ed manager of the Boston claim office 
American Surety Co. 
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INA Agent Willoughby In Car Crash; 
Sets Up Fund For The Other Driver 


Recently, Walter H. Willoughby, Buf- 
jalo agent for Indemnity Insurance Co. 
of North America was returning from a 
sales solicitation of TNA’s new family 
A. & S. policy. He stopped his station 
wagon at a red light when another car 
crashed into his. Mr. Willoughby suf- 


fered injuries sufficient to hospitalize 


him. His car suffered $1,200 worth of 
damage. ; on (9s 
The other driver had head injuries 


and his car was a total loss. The in- 
surance agent had just recently. at the 
prompting of INA’s Buffalo fieldman 
William Foley, purchased one of the 
INA Family A. & S. policies. Conse- 
quently Mr. Willoughby had protection 
sufficient to provide $50 a week accident 
indemnity and $7,500 major medical with 
a $500 deductible. 

Shortly afterwards a visitor offered 
help to Mr. Willoughby while he was in 
the hospital. The agent refused the 
offer for himself. 


Agents’ Helping Hand 


A hospital attendant overheard the 
conversation between Mr. Willoughby 
and his visitor. The insurance agent said, 
‘I've checked the other fellow. He has 
head injuries and no medical insurance 
to cover his hospital bill. His car’s a 
total wreck and he has no way to get 
to work or to a second job he has to 
have to support his wife and five chil- 
dren. One of his children is in a state 
school for the blind. He needs a car 
badly, not only to get to work but to 
get to Batavia to see his blind young- 
ster.” 

Impressed by Mr. 
cern for the other 
own chest bruises, 


Willoughby’s con- 
victim despite his 
neck and leg in- 


juries, the visitor reached into his wallet 
and pulled out $35. Mr. Willoughby 
quickly matched the amount and, with 
a twinkle in his eye, suggested, “Let’s 
start a car fund for him.” 

The hospital attendant reported the 
incident to Jerry Evarts, a Buffalo-Cour- 
ier columnist, who as lead-off article in 
his “As I See It” daily feature, told the 
story under the heading, “Turning the 
Other Cheek.” The article brought im- 
mediate response from readers all over 
the state and while the individual mone- 
tary returns were small, they aggregated 
a sufficient amount for the purchase of a 
sound used auto for the other driver. 
Prominent persons from the professional 
and_ theatrical worlds, including Faye 
Emerson, were among the contributors 
who helped the fund grow. 

From his hospital bed Walter Wil- 
loughby has shown unusual ingenuity, 
courage and kindness. He was outstand- 
ingly considerate towards the person 
who caused his predicament. Yet from 
his bed he has sent out a letter to his 
clients saying: “Maybe you never knew, 
we also have accident and sickness in- 
surance.” Meantime, his office in Buffalo 
is busier than ever handling inquiries for 
coverage from customers. He deserves 
good fortune. 

The story of Walter Willoughby’s mis- 
fortune and the manner in which he rose 
above narrow personal grievances to help 
one less fortunate, is carried in the De- 
cember issue of The North America 
“Fieldman.” It illustrates understanding 
on the part of individual insurance men, 
in a day when many members of the 
public show a total disregard for facts 
and logic, seeming to live in hope of one 
glorious car smash to set*them up for 
life on the proceeds of a large unreason- 
able damage claim. 





Effect Of Metcalf Committee Bills 


(Continued from Page 31) 


lorced to discontinue or restrict sales 
activity in the hospital, surgical and 
medical expense field if these bills be- 


come law. 

(4) While most insurers are experi- 
menting in the field of coverage for the 
aged and are voluntarily refraining from 
cancelling policies on account of deteri- 
oration of health, to enact this legisla- 
ton woud discourage the experimenta- 
lion in broader coverages which is so 
vitally necessary to the continued ex- 
tension of health insurance to cover 
more and more of the needs of more and 
more people. 


Effect on Policy Renewability 


(5) The reference to renewals raises 
hoth constitutional and practical objec- 
tions. A. & H. policies continue by their 
terms from year to year and are not 
new contracts annually. The Commit- 
lees attempt to force replacement, if 
Successful, would result in the rewrit- 
mg of the policyholders at the now 
higher premium for their attained age 
’s well as cause the loss of important 
policyholders protections such as expired 
‘me limits and waiting periods. 

Act II of the Metcalf Committee Pro- 
posals-—(1) The cost of Group health 
surance protection would be substan- 
ually increased if Group policies are 
required to contain a conversion privi- 
ge to lifetime individual policies at a 
regulated premium rate. For the most 
Part, only impaired lives and older lives 
Would exercise the right to convert, 
thereby necessitating building up large 
reserves under the Group operations as 
’ whole to cover the expected losses 
Which would be far in excess of the 


Premiums received from the converted 
Policies, 









, 2) The mixture of a lifetime benefit 
‘r employes who leave the service of 


an employer with one year Term cover- 
age on the Group policy would change 
entirely the basic one year concept used 
in the operation of most Group insur- 
ance plans. For example, substantial 
reserves would have to be maintained to 
provide for losses anticipated in the 
conversion policies even after termina- 
tion of all or any part of the Group poli- 
cies issued by the insurance company. 


Penalize Employer, Union, Group Plans 


(3) The prohibition against charging 
the increased cost of converted policies 
back to the Group would not only dis- 
criminate against those groups that have 
achieved more efficient and stable work- 
ing forces, but would penalize those em- 
ployers and unions that are now provid- 
ing health insurance protection for 
retirees under their Group plans. In 
effect, such groups would be paying for 
the cost of insurance on retired em- 
ployes twice, first by paying their own 
direct cost for continuance of benefits 
after retirement, and again by paying 
their share of losses on converted poli- 
cies issued on all the groups. 

(4) The proposal would interfere with 
the free process of collective bargaining 
by mandating the form of coverage that 
must be provided in insured welfare 
plans, especially since it applies not 
only to new policies but also to all 
renewals of existing policies. 

(5) The proposal invades the rights of 
management of insurance companies 
since it mandates not only what product 
they should sell but also the method of 
operating their business when the prod- 
uct is sold. 

(6) The application of the bill to re- 
newals raises serious question as to its 
constitutionality in impairing the obliga- 
tions of existing contracts. 

Act III of Metcalf Committee Pro- 





G. H. SCHACKELFORD 


The appointment of T. Shad Medlin 
and George H. Schackelford as super- 
intendents of agencies, life, accident and 
health department at The Travelers was 
announced by Vice President Perry T. 
Carter. 

Mr. Medlin has been with Travelers 
since 1937 when he joined the Little 
Rock branch office as a field assistant. 
He was made assistant manager there 
in 1940 and manager in 1941. He later 
served as assistant manager at the Kan- 
sas City branch and in 1946 was named 
manager of the Richmond, Va., office. 





posals —(1) The elimination of insura- 
bility requirements and restrictions for 
group health insurance would curtail 
the constructive experimentation with 
new forms of health insurance coverage 
that are currently being achieved today. 
Insurance companies do not now require 
any evidence of insurability for most all 
policies of Group insurance. It is is- 
sued to all without restrictions. But it 
is only with new and experimental types 
of coverage such as small groups under 
25 lives and on major medical expense 
insurance that these requirements are 
usually needed to gain the experience 
upon which sound underwriting must be 
based. Enactment of this measure would 
discriminate against utilizing the Group 
method and expense saving techniques 
in such areas and would discourage the 
extension of Group insurance to many 
groups who are not presently covered. 

The history of the health insurance 
movement has been such as to indicate 
that free experimentation has led to the 
emergence of more and valuable forms 
of coverage than would be the case if 
statutory compulsion had been used. 

(2) This would prohibit the reforming 
of benefits at retirement so as to provide 
from the money available those benefits 
most appropriate to meet the medical 
care needs of older persons which may 
differ for those actively employed. 

(3) The absolute prohibition against 
the exclusion for pre-existing condi- 
tions would bar the common practice of 
deferring the coverage of those who 
are not actively at work when their in- 
surance would otherwise become effec- 
tive. 

(4) Again, the application of the bill 
to renewals raises serious question as to 
its constitutionality in impairing the 
obligation of existing contracts. 


N. Y. Life Names Thomas 


Ralph W. Thomas has been appointed 
general manager of the new Mobile gen- 
eral office of the New York Life accord- 
ing to Dudley Dowell, executive vice 
president. 

Mr. Thomas has been associate man- 
ager of the office, formerly designated 
a district office of the company. He 
joined New York Life in 1946 in Co- 
lumbia, Tenn., and later served as a 
management assistant in the home office. 





T. SHAD MEDLIN 


Mr. Schackelford has been with The 
Travelers since 1946 when he joined the 
company as a field assistant in Rich- 
mond, Va. He was named assistant man- 
ager there in 1949 and became manger, 
life, accident and health lines at the 
Rochester, New York, office in 1952. In 
1953 he became manager at Houston, 
Texas, and in 1956 was transferred into 
the home office as assistant superinten- 
dent of agencies. 


Audio Visual Techniques 


(Continued from Page 3) 





Management Association’s research divi- 
sion sat in on all major conferences, as- 
sisted in the preparation of the cases 
illustrated in the printed portion of the 
program, and were trained in the tech- 
nique along with Berkshire’s home office 
representatives. The research division of 
LIAMA has already begun setting up 
an extensive evaluation plan to test the 
effectiveness of the technique. 

For the evaluation, which will be 
based on use in agencies varying in size 
and type and representing several dif- 
ferent companies, Berkshire Life has 
granted use of its film materials. Ac- 
cording to LIAMA research division, one 
of the industry’s greatest needs is for 
an audio-visual training technique which 
closely simulates actual sales conditions. 
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Blue Cross “Tie-In” With Hospitals 
Scored By Indiana Comm. A.C. Palmer 


Blue Cross policies should never have 
been approved because there should be 
no tie-in between insurance rates and 
hospital costs, and he may ask the next 
session of the Indiana legislature to re- 
quire regulation of hospital rates “in the 
same way insurance companies are regu- 
lated,” Commissioner Alden C. Palmer 
declared last week. 

Mr. Palmer’s statement came after 
Indiana Governor Harold Handley had 
been quoted in a newspaper story as Say- 
ing that Blue Cross’ present request for 
sharp rate increase “won't solve the 
problem” inasmuch as the hospitals “in 
effect own Blue Cross.” 


Increase Granted Last Year 


The present Blue Cross request for a 
rate increase cores just a year after it 
obtained approval for an increase aver- 
aging 18% but running as high as 90% 
in some categories. Basis for the present 
request is increased hospital rates. 
“There have got to be some known dol- 
lar factors,” Mr. Palmer declared, “other- 
wise rates keep going up and up.” 

The Commissioner also revealed that 





J. H. Smith At Hearing 


(Continued from Page 31) 


‘fringe’ benefits. Many large and small 
industrial concerns in the state look to 
insurance companies for the kind of 
health protection programs that will be 
acceptable to union and business alike. 

“A survey conducted by the Superin- 
tendent of Insurance showed that over 
a year ago a third of the employes in 
New York covered by group policies 
could continue their health insurance 
after retirement, often without any cost 
to them. In addition, this study brought 
out that some 20% more would have the 
right to convert to individual policies 
after retirement. 

“We cannot legislate into the pockets 
of these needy senior citizens the money 
to pay for health insurance coverage 
that no one denies they need. Lifetime 
policies are widely available to those who 
want to buy. Some companies sell noth- 
ing else. But there still remain those 
who prefer to buy coverage which offers 
protection on a term basis at moderate 
cost. 


Nothing New for the Public 


“The Metcalf proposals will make 
nothing new available to the general 
public but would, by legislation, limit 
the type of coverage that can be bought, 
thus limiting the right of the individual 
to choose what he wants to buy and can 
pay for. We as a business oppose such 
an invasion into the rights of individuals, 
employers or unions to determine freely 
what is best for them. 

“The Metcalf proposals would also in- 
crease substantially over-all premium 
costs of health insurance in New York 
State. The estimates of increases for 
‘typical’ individual lifetime insurance in 
The Times are misleading since they 
were based on a minimum 31-day hospital 
and surgical care program, outmoded by 
insurance company standards. Similar 
estimates have been made on a more ap- 
propriate 120-day and above period, in- 
cluding hospital, surgical and regular 
medical care. 


Cost to Family 


“For a family the increase in cost from 
term to lifetime coverage would be $35 
a year at age 20, a rise of almost 20%, 
and $74 at age 60, an increase of over 
41% for the age 60 family. It must be 
remembered that the 97 cents a week 
estimate mentioned by The Times as the 
increase would be a rise of 34%, or more 
than $50, for what is today considered 
by most authorities as less than adequate 
coverage, 

“The elimination of term health insur- 


he may seek legislation specifying what 
illnesses may be covered and setting 
dollar-amount limits on benefits. 

Returning to hospital rate regulation, 
Mr. Palmer declared, “We are not con- 
vinced the increase in hospital rates are 
justified.” 

The rate-regulation idea drew immedi- 
ate and adverse comment from Indian- 
apolis hospital administrators. “We've 
got too many government controls al- 
ready,” one charged. “Why should a 
state agency control hospital rates any 
more than it controls other business ?” 
asked another. There is no more reason 
to control hospital rates than “the price 
of bread,” snapped a third. 

The amount of the Blue rate increase 
being asked in Indiana has not been 
officially revealed yet but has been esti- 
mated by the newspapers as from 21% to 
30%. One estimate declared it would go 
as high as 40% on one small group of 
subscribers. 





Bankers L. & C. Names 
Robert P. Ewing Vice Pres. 


President John D, MacArthur has an- 
nounced the appointment of Robert P. 
Ewing as vice president of Bankers Life 
& Casualty, Chicago. Mr. Ewing, 32, has 
been the company’s marketing director 
since May, 1956. As vice president he 
will continue to co-ordinate the market- 
ing activities of the company. 

Mr. Ewing, an Air Force veteran of 
the ETO during World War II and a 
graduate of Northeast Missouri State 
College, came up through the ranks in 
his nine years with Bankers Life & Cas- 
ualty. He joined the company as an 
agent in St. Louis in January, 1949. Pro- 
motions followed in rapid order — to 
supervisor in St. Louis, May, 1949, in 
Cheyenne, Wyo. seven months later, to 
branch manager in Kansas City in Jan- 
uary, 1951. He was brought to the com- 
pany’s Chicago Home Office as assistant 
agency director in January, 1956. 





Yedwab Slated to Head 
N. J. Brokers Association 


Abe Yedwab, Newark insurance bro- 
ker, is slated to be elected president of 
the New Jersey Association of Insurance 
Brokers at its annual election, set for 
February 16 at the Hotel Douglas, New- 
ark. He will succeed George Lehman, 
National A. & H. manager, who served 
as president in the first year of this 
organization. 

The New Jersey Brokers have selected 
as vice president Albert Shoudy, as sec- 
retary—Michael N. Karp; as executive 
secretary — Horace Freeston, and as 
treasurer—Mr. Lehman. Trustees nomi- 
nated include L. C. Wood, Jack Neu- 
bauer, Leslie Tupper, John Savarese, 
Clara Thompson and Henry Michaelson. 





ance from the market would deny low- 
cost health protection to many New 
Yorkers who could not or would not buy 
lifetime coverage. 

“The «Metcalf bills would discourage 
the hiring of our older New Yorkers be- 
cause of the resulting increases in the 
cost of group employe health programs. 
Rather than extending voluntary health 
insurance, the Metcalf bills would tend 
to discourage the sale of health insur- 
ance in the state, thereby reversing the 
trend of recent years. 

“We agree with the basic objective of 
the Metcalf committee to provide more 
extensive voluntary health insurance to 
more of our people; but we are certain 
that the specific legislative proposals 
which that committee has put forth will 
have the reverse effect.” 





W. S. ROBERTS IN NEW POST 

William S. Roberts has been appointed 
by Continental Casualty as manager of 
the bond department in its San Fran- 
cisco branch office. Mr. Roberts had 
been transferred from Continental’s Co- 
lumbus, Ohio branch where he held a 
similar post. 

Before joining Continental in 1951 
Mr. Robert was with the fidelity and 
surety department of The Travelers for 
four years. He spent 38 months with the 
U. S. Army during World War II in the 
South Pacific Theater. 


Dept. Bills On A. & H. 


(Continued from Page 31) 





Group or blanket accident and health 
insurance policies. 
Statements in Applications 

Paragraphs (a) and (b) relate to 
standard policy provisions with respect 
to statements made by the individual 
insured. These paragraphs refer to 
statements made by the applicant for 
insurance in the application made by the 
applicant for the insurance. These ex- 
pressions are inaccurate, for the reason 
that the applicant for the insurance is 
the policyholder, rather than the person 
insured, and, since a Group policy or 
blanket policy is issued upon the signed 
application of the policyholder, it is 
inaccurate to refer to the statement 
made by the person insured as an appli- 
cant. 

Comparable clarifying amendments 
were made to paragraphs (a) and (b) 
of subsection 1 of Section 161, relating 
to standard provisions in Group life 
insurance policies, by Chapter 98 of the 
Laws of 1957. 

Standard Provisions in Individual 

Provisions of Individual A. & H. Pol- 
icies—It is proposed, in the interest of 
the insuring public, to amend Section 
164 of the Insurance Law prescribing 
the standard provisions for individual 
accident and sickness policies in the fol- 
lowing respects: 

1. In order to protect a policyholder 
from an abrupt loss of his insurance 
because of the decision of his insurer 
not to renew at an anniversary date 
without prior notice, where the policy 
reserves to it the right not to renew 
on an anniversary date, it is proposed 
to require that the company notify the 
policyholder, in writing, not less than 30 
days prior to the anniversary date of 
issue or of its reinstatement, of its inten- 
tion not to renew. 

2. It is proposed to prescribe a new 
standard provision relating to cancella- 
tion of an insurance policy, wherein it 
is provided (1) that the insured may 
cancel the policy at any time upon writ- 
ten notice, in which event he shall be 
entitled to receive the unearned portion 
of any premium paid, computed by the 
use of a short-rate table, and, in such 
event the cancellation shall be without 
prejudice to any claim originating prior 
to the effective date of cancellation, and 
(2) the insurer may not cancel the 
policy. The effect of the last mentioned 
provision is that an insurer may not 
cancel the policy during the period be- 
tween anniversary dates of the policy. 

Rate Readjustments Under Group Pol- 
icies—Insurance companies which issue 
non-participating Group life insurance, 
Group health insurance, Group accident 
insurance and Group health and accident 
insurance policies, provide for the pay- 
ment of experience rate refunds which 
are, in substance, the equivalent of divi- 
dends on participating group insurance 
policies. Section 216, subsection 1, re- 
quires that dividends payable to policy- 
holders shall be distributed on an 
equitable basis. 

Inasmuch as experience rate refunds 
under nonparticipating group insurance 
policies are comparable to dividends pay- 
able under participating group insurance 
policies, the Department proposes 
amendments to subsection 2 of Section 
204 and subsection 9 of Section 221 of 
the Insurance Law requiring that experi- 
ence rate refunds shall be calculated on 
a basis which is equitable to all Group 
insurance policies. 





A. T. Everett Attacks 
Forand Bill Ideas 


TALK TO NEW JERSEY A.&H. MEN 


Points up Danger of Compulsory Na. 
tional Health Ins.; Presentation to 


Eston Whelchel 


Attacking the trend toward Federal 
health insurance as a threat to private 
enterprise and to the 123 million Amer- 
icans who now have health coverage, Ar. 
dell T. Everett, second vice president of 
The Prudential addressed the January 
meeting of the New Jersey Association 
of Accident & Health Underwriters, 

Mr. Everett traced the growth of goy. 
ernment control of the basic hospital 
insurance field in Canada, stating, “The 
Ontario Province plan will be exclusive. 
and private insurers will be restricted to 
providing thin supplemental benefits over 
and above the plan.” 

He pointed out that “the tendency of 
legislative bodies in the United States to 
pick up social legislation from overseas 
or across the border continues.” And he 
labeled as “a definite intrusion into the 
field of private enterprise” Congres; 
1956 extension of Social Security with 
its long-term disability benefits to all 
workers over 50. 


Comments on Forand Bill 


He discussed the provisions of the For- 
and Bill, to be considered when Congress 
reconvenes next month, commenting, 
“The American Medical Association con- 
siders it, as we do, nothing more than 
compulsory national health insurance 
and is opposing it strongly.” 

In warning, he stated, “If we ever go 
into Federal health insurance, you're 
giving up a lot of freedoms, and so are 
your clients. The client will pay more 
than he’s paying now, and he'll get 
less benefit.” 

He urged those present at the meeting 
to call upon their companies to seek 
ways of broadening coverage into areas 
heretofore not insured. “We must di 
more, in seeing that old-age coverage— 
even lifetime coverage—is made available 
to the insuring public for some type of 
hospital and medical care coverage.” 

At the meeting Francis T. Curran, 
America Fore-Loyalty Group, installed 
the 1958 officers of the New Jersey A. & 
H. Association. Mr. Curran is immedi- 
ate past chairman of the board. 

Richard H. Connolly, Washington Na- 
tional, is the new president. Secretary is 
Ephriam Weiniger, Paramount Mutual 
Life. 

Eston V. Whelchel, Provident Life & 
Accident, retiring as president of the 
Association was presented with an er- 
graved gavel in appreciation for his lead- 
ership during 1957. 





Compulsion To Sell 


(Continued from Page 3) 


hold his attention and influence him. It 
is the sales motivation which provides 
the factor of turning the prospect from 
a listener into an actor.” 

Just Information or Logic Not Enough 

Describing a successful sales preset 
tation the speaker likened a_ prospect 
to a man listening to an_ informative 
lecture. The information he absorbs 
must show him the value of the progra™ 
under discussion. Merely getting the 
information planted in the prospects 
mind is not enough. Reason and logit 
are cold foundation material. Presente 
with them must be irresistable motivé 
tion. 

“The pressure which makes a_ pros 
pect want life insurance so much that 
he will sign the application comes 10! 
from without,” said Mr. Covell. “This 
real pressure comes from within as the 
prospect realizes that he is jeopardizing 
his future and that of his family if he 
does not protect himself through the 
insurance he is being asked to own. 
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